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50, 55, 60, or... 


Sooner or later, you'll be retiring. That can 
be « happy occasion—if you act wisely now! 
Look at it this way: if you don't have the 
money to retire when you want to, you'll 
work until you're no longer able — then 
you'll be dependent on other people and 
that’s often tragic. 
You can do something about it now Y 
and we'd like to help you. With « mod.” @@r 
Great-West Life Pension Plan you 
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guarantee yourself a comfortable retire 
income — to begin at the age you ct Oup 
Combining pension with life insurance 

plans protect your family now—an 
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Facsimiles of newspaper advertisements 


currently appearing in support of Great- 
West Life representatives. 
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Home Life of N. Y. 
fo Enter Group 
Insurance Field 


Will Issue Complete Line 
of Life and Related 
Casualty Coverages 


NEW YORK—Home Life of New 
York has decided to enter the group 
insurance field and 
is planning to issue 
a complete line of 
group life and re- 
lated casualty cov- 
erages. 

The exact date 
for beginning group 
operations is indefi- 
nite, pending devel- 
opment of home 
office and field spe- 
cialists to handle 
the coverage but 
the company ‘hopes 
to be ready by the 
middle of next year 
at the latest. 

President James A. Fulton said that 
after extensive research and considera- 
tion of all factors the company has 
come to the conclusion that it 
is advisable from the point of view 
of the company’s future growth 
and development to enter the mass sell- 
ing field, covering not only the custom- 
ary group term insurance, but also 
hospitalization and _ sickness benefits, 
group permanent and group annuities: 


Will Integrate Operations 

“We would like to emphasize that it 
will be our purpose to integrate this 
new phase of the company’s business 
with our present life insurance opera- 
tion,” said Mr. Fulton. “It seems en- 
tirely clear that our field underwriters 
who are doing such an excellent job in 
specializing in planned estates will not 
necessarily become specialists in group 
and allied lines. However, it is our 
feeling that because of the type of serv- 
ice they are rendering and the clients 
they serve, they will be able to enlarge 
their scope of activities with the aid of 
trained group specialists to offer group 
coverage where the need for such cov- 
erage is present. It will be our purpose 
at all times to do this in such fashion 
as to make this new activity an asset 
and a further source of earning power 
to our entire field organization, as well 
as enlarge our service to clients. To 
state it another way, we are determined 
that the conduct of this phase of the 
business shall be an asset to the present 
organization and not a competitor.” 

For the development of rates, policy 
forms and methods of accounting and 
all the other required proceduregy, an 
organization committee has been set up, 
which is headed by William J. Cameron, 
executive vice-president. The selling 
phases of the group program will be 
under the direction of William P. 
Worthington, agency vice-president. 


Moving as Fast as Possible 


Mr. Fulton expressed the hope that 
the company will be prepared to func- 
tion in the group and allied activities 
not later than the middle of 1949. If 
possible, it will be sooner. He said the 
home office staff will be pressing ahead 
from this point on with the utmost 
vigor and with a realization that this 
decision having been made, it is highly 





J. A. Fulton 


Joint Investment 
Committee Named: 
to Meet Oct. 14 


The joint committee representing all 
branches of the insurance business, 
which will study the problem of security 
valuation, has been appointed and will 
hold its first meeting in New York City 
Oct. 14. The meeting was called by 
President Leroy A. Lincoln of Metro- 
politan Life, who was authorized last 
May to form the committee by the sub- 
committee on valuation of securities of 
the National Assn. of Insurance Com- 
missioners following his suggestion that 
the entire question of valuation of in- 
surance company assets should be re- 
examined. 

Representing life, A. & H., fire and 
casualty, fraternal insurance, and both 
stock and mutual interests Mr. Lincoln’s 
committee will include D. R. Ackerman, 
chairman Great American; S. Bruce 
Black, president Liberty Mutual; D. E. 
Bradshaw, finance chairman Woodmen 
of the World, Omaha; John R. Cooney, 
president Firemen’s; Calvin Fentress, 
Jr., president Allstate; Joseph E, Fitz- 
simmons, investment counsellor Mod- 
ern Woodmen of America; J. M. Haines, 
U. S. manager London Guarantee & 
Accident; George L. Harrison, chair- 
man New York Life; J. S. Kemper of 
the Kemper insurance interests; Adlai 
H. Rust, vice-president State Farm in- 
surance group; Paul Rutherford, presi- 
dent Hartford Accident & Indemnity; 
Miles Scheaffer, secretary United Bene- 
fit Life; and Clyde W. Young, presi- 
dent Monarch Life. 





Los Angeles Managers Hear 
St. Louis Convention Reports 


LOS ANGELES — Life Insurance 
Managers Assn. of Los Angeles, at its 
first fall meeting received reports from 
Charles E. Cleeton, Occidental Life, 
and Ron Stever, Equitable Society, on 
the St. Louis convention. 

Mr. Stever said the training of mana- 
gers and general agents has not kept 
pace with the training of agents. He 
mentioned the institutes of life insur- 
ance marketing and urged managers to 
foster this ,movement. 

Mr. Cleeton said that the ideas ad- 
vanced by the agents committee in its 
report impressed him. He read a por- 
tion of the report dealing with the se- 
lection and training of managers and 
agents so that the public will be well 
served. He said the home offices should 
be responsible for this. He expressed 
concern over the lack of interest in 
the N.A.L.U. by general agents and 
managers, and urged greater activity. 

Richard Foster, attorney, spoke on 
the Institute of Taxation. He said an 
advanced course will be given at U.S.C. 
Oct. 20-22, and that Secretary of the 
Treasury Snyder will speak at the din- 
ner closing the session, on the Treas- 
ury’s part in taxation. 


Thurman Agency Expands 


Bill C. Thurman, general agent, Mu- 
tual Benefit Life, Newark, is extending 
his agency operations. He has estab- 
lished a Trenton office with Spencer D. 
Barber as manager, and will open offices 
in Elizabeth, Plainfield, Jersey City, and 
Morristown. 








desirable that it should be carried into 
effect as promptly as possible. 

The group business will not be han- 
dled as a separate branch of the com- 
pany’s operations but will be integrated 
in all its phases with the present agency, 
actuarial, legal and underwriting de- 
partments. 


N.A.1L.C. Move May 
Hold Up FTC Trade 


Practice Conference 


WASHINGTON — The decision of 
insurance commissioners at Chicago to 
appoint a committee to confer with 
federal trade commission officials on 
mail order regulatory problems means 
a delay of weeks in the decision on 
holding a FTC trade practice confer- 
ence for mail order insurers, officials 
here believe. 

The FTC group handling preparatory 
mail order work is ready to confer with 
an N.A.I.C. committee, but understands 
the commissioners want to -study the 
trade practice conference angle before 
conferring with FTC. 

FTC has received a letter from Com- 
missioner Allyn suggesting that N.A.I-C. 
send a committee here to confer, but no 
date was suggested. The proposed meet- 
ing of the two groups may not occur 
for six weeks or more, officials say. 
They are not surprised at the commis- 
sioners’ reaction, indicating an attitude 
of wariness toward FTC. 

The FTC group concerned, after 
meeting with the N.A.I.C. committee, is 
expected to make a recommendation on 
holding a trade practice conference. 
While Wendell Berge, counsel for In- 
surance Advertisers Assn., is confident 
the conference will be held, FT'C sources 
say the commission has adopted no pol- 
icy on that matter and that it might 
possibly ‘be decided such a conference 
would do no good, or might even do 
harm. 

Commissioner Allyn said at Hartford 
this week that his plans for a conference 
with FTC are not yet complete. 


New York Life Appoints 
Underwood at Raleigh 


Emmett Underwood has been ap- 
pointed manager at Raleigh, N. C., by 
New York Life. He has been, until 
recently, its manager at Savannah and 
has been with the company for 20 
years, 


Virginia Charge Dismissed 

A charge of conducting a mail order 
insurance business in Virginia without 
proper authority, brought against Guar- 
antee Reserve Life of Hammond, Ind., 
was dismissed by the Virginia corpora- 
tion commission upon receipt of infor- 
mation that it is now licensed in that 
state. 

The company was convicted in federal 
court in Indiana some time ago of im- 
proper use of the mails, 


Kirk Western Life Secretary 


Alex M. Kirk has been promoted from 
assistant secretary to secretary of West- 
ern Life of Helena to succeed the late 
A. J. Clemo. Mr. Kirk was also elected 
a director. 

Alex S. Wardlaw has been elected a 
new assistant secretary. Mr. Kirk has 
been with Western Life since 1929 and 
has been assistant secretary since 1934. 


Hill Field Supervisor 

Loyal Protective Life has appointed 
Harry L. Hill field supervisor for Penn- 
sylvania, New York, Maryland, New 
Jersey and Delaware. He has been gen- 
eral agent at Bronxville, N. Y., and 
previously was field supervisor of Royal- 
Liverpool group for four years. He also 
served as field assistant and assistant 
manager of Travelers for six years. 





Ozark Benefit‘Assn. has been organ- 
ized at Farmington, Mo. It started busi- 
ness with $15,000 deposited with the 
Missouri department in trust. 


Parkinson Steals 
Show from Bankers 
in Detroit Speech 


Lambastes Them in Talk 
That Overshadows A.B.A. 
Convention Addresses 


DETROIT — President Thomas I. 
‘Parkinson of Equitable Society stole 
the show from the 
American Bankers 
Assn, convention in 
session here with 
his luncheon ad- 
dress before the 
Economic C1 ub, 
during which he 
charged that bank- 
ers have submitted 
complacently to po- 
litical domination 
and unsound public 
policy that pro- 
motes inflation. He 
warned that fur- 
ther inflation is on 
the way and that bankers are contribut- 
ing to it and will be blamed for it. 

Mr. Parkinson directed particular 
criticism at the policy of supporting the 
market for long term government bonds. 
He emphasized the role of the banks in 
expanding the already excessive supply 
of money. 

“We have reached the point where we 
should make up our minds that we will 
not take any step at home or abroad 
that cannot be done without further in- 
flating our currency,” he declared. 


Cites Effect on Savers 


Mr. Parkinson said the holders of life 
insurance policies, government bonds 
and other savings have already lost 40% 
to 50% of the purchasing power of their 
funds through the rise of prices. Recall- 
ing that he had used the word “billions” 
frequently in his remarks, Mr. Parkinson 
pointed out that the word was seldom 
if ever needed a generation ago. 

“When you begin hearing the word 
‘trillion’ you had better get ready,” he 
warned. 


Banker Wants Reserves Tightened 


The recommendation that a curtail- 
ment of credit by requiring increased 
reserves be applied to insurance com- 
panies, savings institutions and non- 
member banks of the federal reserve 
system and other lending concerns was 
made at the American Bankers Assn. 
convention in Detroit by Frank C. 
Rathje, president of Chicago City Bank 
& Trust Co. He suggested this be 
done by congressional action. As a 
source of credit, life companies, non- 
member banks and other non-bank lend- 
ers must be considered along with mem- 
ber banks in the national credit picture. 
He said life companies had sold $3 bil- 
lion government securities in the year 
ended June 30 while their investments 
in loans and other obligations advanced 
$6 billion. In the same time all non- 
member agencies, including insurance 
companies, added $15 billion to loan 
portfolios while member banks increased 
their loans by only $5 billion. 


Girard Life during the past week has 
had on display its collection of rare 
Stephen Girard relics. 


Colonial Life this week moved to its 
new home offices in East Orange, N. J. 
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Circuit Court Backs 
NLRB Stand on 
Pension Bargaining 


The United States circuit court of 
appeals at Chicago unanimously upheld 
a decision of NLRB. in the case in- 
volving Inland Steel Co. and United 
Steel. Workers, C.I.O., that retirement 
and pension plans are subject to collec- 
tive bargaining negotiations at the de- 
mand of employes. The same court also 
handed down a two to one decision up- 
holding the constitutionality of the 
Taft-Hartley law’s requirement that 
union officers file non-communist affi- 
davits to qualify unions for benefits 
under the act. Ernest R. Ballard, at- 
torney for the steel company, indicated 
that the pension decision will be ap- 
pealed to the United States Supreme 
Court, which has not before passed on 
such an issue. 

The case grew out of the retirement 
by Inland Steel of 224 employes 65 
years of age in 1946 under terms of a 
retirement and pension plan adopted in 
1936. When the plan was launched, it 
included a mandatory provision, apply- 
ing to all employes, for retirement at 
65 and covered those earning $3,000 
per year or more. The plan was volun- 
tary and contributory. In 1943, the 
company established a special fund to 
provide older employes the same pen- 
sion benefits they would have received 
if the plan had been operated earlier 
in their employment. The company 
suspended retirement of employes at 
65 during the war because of the man- 
power shortage. When the retirement 
provision was adhered to after the war, 
the union demanded the right to bar- 
gain over the case of each employe 
separately and to include the terms of 
the pension plan in collective bargain- 
ing with regard to extension of its 
benefits to all employes. 

The company held that neither the 
question of retirement age nor pension 
privileges was in the field of collective 
bargaining and refused to discuss it 
with the union. 

The court opinion said in part: “We 
are convinced that the language em- 
ployed by Congress, considered in con- 
nection with the purpose of the act, 
so clearly included retirement and pen- 
sion plans as to leave little, if any, 
room for construction. 

“While, as the company has demon- 
strated, reasonable argument can be 
made that the benefits flowing from 
such a plan are not ‘wages,’ we think 
the better and more logical argument 
is on the other side, and certainly there 
is, in our opinion, no sound basis for 
an argument that such a plan is not 
clearly included in the phrase ‘other 
conditions of employment.’” 





Spencer Tells Chicagoans 
Group Men Should Stress 
Need for Individual Cover 


Group men make a mistake in not 
stressing to employers the place of in- 
dividual insurance in the overall scheme 
of employe security, Charles D. Spen- 
cer, editor of the “Employe Benefit 
Review” told the group supervisors di- 
vision of the Chicago Assn. of Life 
Underwriters at the opening luncheon 
of the season. 

Mr. Spencer said that the way to 
chart the middle course between the 
rugged individualism of the past and 
the total paternalism toward which the 
economy seems to be veering, is to im- 
press upon employes that their security 
is hinged upon individual insurance as 
much as upon social security and the 
various group coverages they get 
through their employers. Mr. Spencer 
indicated that only one case has come 
to his attention where an employer 
stressed this point in a booklet ex- 
laining a group plan to his employes. 

e termed it the responsibility of the 
group man to see that this point is 





Chicago Branch Wins Two Awards 





The Chicago 
branch of Manhat- 
tan Life walked off 
with two awards at 
the annual agency 
conference at 
Highland Park, Ill. 
Left to right: 
Grover C. Simp- 
80m, manager at 
Chicago, J. P. For- 
dyce, president, 
and William A. 
Vorhauer, assistant 
manager at Chi- 
cago office, after 
presentation of the 
president’s trophy 
to Mr. Simpson 
and a plaque to 
Mr. Vorhauer as 
first to qualify for 
the Manhattan 
Club honor sales 
group. 











grasped. The group man will enjoy 
a much greater degree of confidence 
from the individual life insurance agent 
if he makes it clear in his presentation 
that group insurance is not the whole 
answer to security for the individual 
employe. 

Mr. Spencer drew upon the analogy 
of the “shell house.” In such a house 
the foundation and the outside are 
erected by a contractor. The home- 
owner then finishes the interior as he 
sees fit. Mr. Spencer said that social 
security is the foundation of the secur- 
ity of the individual worker, group in- 
surance is the shell of the upper part of 
the house, but, in order to complete 
the picture, the worker must finish the 
inside of the structure with individual 
plans taken out of his own initiative. 

Mr. Spencer recently completed a 
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CLIFFORD H. ORR, CLU 


Commonwealth Life — its management and its field 
force — offers its hearty congratulations to the new 
president of the National Association of Life Under- 
writers — Clifford H. Orr, CLU, general agent for the 
National Life of Vermont at Philadelphia. 


Eminently qualified to assume the responsibilities of 
NALU president, Mr. Orr has long served the life 
underwriters of America through their national associa- 
President of the American Society of CLU in 
1945-46, a past president of the Philadelphia Associa- 
tion of Life Underwriters and recipient of that organiza- 
tion’s President’s Cup Award in 1944 and the first presi- 
dent of the Life Underwriters Training Council at its 
inception in 1947, he is one of the life insurance com- 
munity’s distinguished citizens. 

Like his predecessors, Mr. Orr can look forward during 
his administration to full cooperation from all associated 


tion. 


with Commonwealth. 








Insurance in Force, July 31, 1948, $370,368,111 


survey of some 100 large manufacturing 
concerns which have group insurance. 
He found that 48% of that number do 
not offer group life insurance equal to 
one year’s pay, the commonly accepted 
desirable minimum. There were 56% 
of the group life plans which indicated 
a need for upward revision in the light 
of current practice. 

A record crowd of 27 attended the 
meeting. Election of a new chairman 
to succeed William Shean of Massa- 
chusetts Mutual, will be made at a 
meeting on Nov. 8. Speakers will be 
Robert R. Neal, general counsel North 
American Accident, and Bill Howland 
of H. & A. Underwriters Conference, 
who will discuss an assignment plan 
worked out by the insurance companies 
and Chicago Hospital Council, which 
is expected to be ready about Nov. 1. 
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Hull Tells Why 
Mutual Sticks to 


“Family Man” Field 


AUGUSTA, GA.—Why Mutual Life 
“man with a 


is concentrating on the 
family” market and 
the insured income 
approach was de- 


scribed in consid- 
erable detail: by 
Roger Hull, vice- 


president and man- 
ager of agencies, at 
the meeting here 
of the southern di- 
vision of Mutual’s 
National Field 
Club. 

Mr. Hull! said 
that not only is 
this the most pro- 
ductive market but 
that practically all life insurance busi- 
ness originates or is developed from it, 
This includes business insurance, tax in- 
surance, mortgage insurance, educational 
insurance, juvenile insurance, and other 
package sales. He said that the great 
trouble is that too often the agent who 
specializes in business insurance or takes 
his ‘business wherever he finds it does 
not solve the first needs first but that 
“if we concentrate on this market and 
do a proper programming job, it will 
lead naturally and logically to all these 
other subsidiary markets which are ac- 
tually sidelines and not the backbone of 
our market.” 

The family man market, said Mr. Hull, 
covers 38 million families, of which 15 
million are headed by men with incomes 
of $3,000 a year or more, and of the 
15 million there are 7% million family 
men ages 20-44 and another 4 million 
ages 44-54. Half of this 11% million 
are earning $4,000 a year or more. 
These 11% million family prospects rep- 
resent one-third of all city and rural 
families but they receive 50% of the 
total income paid to individuals. This 
same third of all families controls more 
than two-thirds of the nation’s total 
money surplus available for life insur- 
ance purchases. 


$3,000-and-Up Families Trebled 


Mr. Hull pointed out that the number 
of $3,000-and-over families in this family 
man market is three times greater than 
it was in 1940 and is still growing. Also 
he pointed out that 89% of all Mutual 
Life policyholders between ages 20 and 
54 and earning more than $3,000 a year 
are family men, while family men have 
more reason to buy because of their 
children, home ownership, professional 
and business interests and their greater 
frequency of life insurance purchases. 
Added to that is the better persistency of 
life insurance sold to family men. 

Telling why Mutual decided to con- 
centrate on the insured income plan, 
Mr. Hull said that if the company was 
to obtain maximum results from its 
training, sales promotion and advertis- 
ing expenditures all hands had to work 
together in training and supervising new 
men and the only way this could be 
done was through a standard pattern of 
merchandising. Hence, it was decided 
to use the insured income plan as best 
suited to the family market. The insured 
income plan, he said, has been an im- 
portant factor in increasing Mutual’s 
average policy from $2,636 in 1941 to 
$5,059 in 1948. The average insured in- 
come sales is now $7,500 while package 
sales have remained at an average of 
less than $4,000 during the last two 
years. The proportion of insured in- 
come sale is now $7,500 while package 
now accounts for 55% of total volume. 
Mr, Hull cited a number of examples to 
show how the insured income plan had 
definitely proven its worth with pro- 
ducers. 





Roger Hull 


Colonial Life will hold its annual 
convention at Hotel Astor in New York 
City Sept. 30-Oct. 2. 
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Says Army Officer 
Tried Twisting to 
Place NSLI Policy 


Milton C. Latta, Phoenix Mutual Life, 
Rochester, N. Y., has written to THE 
NATIONAL UNDERWRITER disclosing an ef- 
fort to twist a commercial life insurance 
policy in order to place a National Serv- 
ice life policy on a service man. 

Mr. Latta writes: 

“I believe one of the most vital ques- 
tions facing the life underwriter is the 
problem of NSLI. I have no intention 
of worrying the same bone that has been 
chewed on at length by better men than 
myself. But this week a new facet has 
been brought forcibly to my attention. 
Maybe you and others in the life field, 
will join me in a slow boil of righteous 
indignation. 

“A foster-son of mine joined the 
asmed forces four months ago and has 
just returned from his first furlough. 
He is virtually an orphan and is un- 
married. His need for government term 
insurance is negligible, if existent. He 
has in force, through my company, a 
$5,000 retirement income contract, clean 
and with no riders or restrictions of any 
kind. 

“He refused his sergeant and top 
sergeant and was sent to his captain to 
be convinced that he ought to buy 
$10,000 NSLI. So far, I have no quarrel. 
But the captain told him ‘he ought to 
drop his existing insurance and replace 
it with the government; that no other 
insurance could compare in value, etc. 
If I gave the same advice, in reverse, I 
could lose my New York state license. 
Just how far will our government, in 
peace-time, intrude on our legitimate 
field? Just how many million non- 
fighting soldiers, eligible for unrestrict- 
ed, commercial contracts, will be vir- 
tually coerced into buying from the only 
competitor whom we underwriters must 


support through taxes?” 





-L. A. Supervisors Conduct 


Question-Answer Session 


LOS ANGELES—Life Supervisors 
Assn. of Los Angeles staged a question 
and answer program, with Robert Og- 
den, Occidental Life, as moderator. 
Questions propounded included: 

“Is business harder to get?” Russell 
Ray, Home Life, said that to get busi- 
ness the life man must get to his pros- 
pects with some prestige to aid him, 
while Charles Ganster, Pacific Mutual 
Life, said it is necessary to plan to get 
to the client, and that while business is 
harder to get, the situation is not seri- 
ous. He urged better education of new 
men. 

“Have type and_ size of policies 
changed?” William Klove, of Equitable 
Society, said that in comparing new men 
with veterans, the former are not turn- 
ing in as large policies as the latter. 
Bernard H. Fiehler of the same com- 
pany, returning to the first question, de- 
clared the producer must be a better 
salesman, that business is harder to get, 
that men must work harder and must 
write more cases. 

“Do you find men more agreeable to 
suggestions and more eager for advice?” 
Robert E. Pope, New York Life, said 
that it is true in some cases. Peter 
Thompson, Equitable Society, held that 
all are seeking something new, that a 
change in training is wanted, that the 
life insurance man is spoiled by good 
times, must work longer hours and have 
more interviews. 

“Wihat effect do present conditions 
have on recruiting?” Elmer Crumley, 
National Life of Vermont, said recruit- 
ing is slow, but things seem on the up- 
turn; opportunities for men in other 
lines have been cut down and they may 
be looking to life insurance. He said he 
thought large cases would diminish. 

James W. Peacock, Prudential, looks 
for an increase in sales. He said that 
the life agent must be better educated 
and must get away from package selling. 


Says Marital Deduction 
Promotes Business Cover 


The estate tax marital deduction sup- 


plies an unparalleled stimulus for the- 


purchase of business insurance among 
owners of close corporations, Denis B. 
Maduro, New York City life insurance 
lawyer, told a joint meeting of the Chi- 
cago Life Underwriters Assn. and the 
Chicago C.L.U. chapter. The meeting 
also featured the conferment of C.L.U. 
diplomas by Carl Lindstrom, Travelers, 
‘Chicago, on local successful candidates 
who did not receive their diplomas at 
the N.A.L.U. meeting in St. Louis. 

Mr. Maduro said that before the mari- 
tal deduction went into effect the stock- 
holder in a close corporation, contem- 
plating his situation as the surviving 
partner, as he always does, could figure 
that all he would have to deal with 
would be the trustee of his deceased 
partner. However, with the marital de- 
duction, the other partner, wishing to 
take advantage of the deduction, leaves 
half of his property outright to his wife. 
Hence there are two co-stockholders 
with the survivor—the wife and the 
trustee. Should the wife die or try to 
sell her share the surviving stockholder 
may be in business with a far greater 
number of stockholders than he had 
foreseen. 

Thus it becomes more imperative 
than ever for the stockholders to have 
a buy-and-sell agreement and of course 
usually the only way to fund such an 
agreement is through life insurance. Mr. 
Maduro said that two of his clients who 
had long resisted business insurance and 
a buy-and-sell agreement had quickly 
adopted the idea when they realized 
what they would be up against with the 
marital deduction. 

Even among men with estates too 
small to be taxed, the marital deduction 
supplies a stimulus for sales, said Mr. 


Maduro. He recalled that during the 
testimony before the House ways and 
means committee on the proposal to 
drop the former $40,000 specific life in- 
surance exclusion from the federal es- 
tate tax law there was much testimony 
showing that many men had exactly 
$40,000 of life insurance because that 
was the amount they could carry with- 
out any tax liability. The new law al- 
lows a man to have an estate of $120,000 
free from tax and many people would 
like to have as large an estate as they 
can without its being taxed. Life insur- 
ance, Mr. Maduro pointed out, is about 
the only way that the estate can be 
boosted up to the maximum exempt fig- 
ure. 

Discussing opportunities for insurance 
on wives under the marital deduction, 
Mr. Maduro said such insurance would 
be necessary to cover cases where the 
wife predeceasés the husband. From the 
wife’s point of view there is motivation 
for this type of sale. Should the wife 
die the husband might remarry and an 
insurance policy is a good way to make 
sure that the children of the first mar- 
riage will be treated at least as well as 
those of the second marriage when the 
husband dies. Because of the marital 
deduction the husband would have to 
leave this second wife half of his prop- 
erty and since presumably all children, 
of both marriages, would be treated 
equally this would mean in effect that 
the children of the first marriage would 
not get as much as those of the second 
marriage, unless insurance on the first 
wife were used to equalize matters. 

Showing how the marital deduction 
increases the amount of tax-free estate. 
Mr. Maduro said it is in effect a “super- 
Lonergan amendment.” This was a ref- 

(CONTINUED ON PAGE 17) 








designation :— 


William T. Branch 


James Lee Gessner 


- Harry R. McCoy 


Doyle M. Smith 





Penn Mutual’s New C.L.U.’s 


Among the 207 candidates awarded the coveted 
C.L.U. designation by the American College of Life 
Underwriters, and granted their diplomas at the 21st 
Annual Conferment of the College in St. Louis, were 
four members of the Penn Mutual field family. 


We salute these four Pennmutualists and congratulate 
them upon the completion of the studies for the C.L.U. 


The Branch & Powell Agency, Montgomery 
The Frederick A. Schnell Agency, Los Angeles 
The Joseph H. Reese Agency, Philadelphia 


General Agent, Sacramento 


THE PENN MUTUAL LIFE INSURANCE CO. 
a ee 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Allen and Adams 
Guide L.O.M.A.: 
Rowland Honored 


J. Finlay Allen, secretary of Home 
Life, was elected president of Life 
Office Management Assn. meeting at 
Chicago. He succeeded R. CC. Kneil, 
vice-president of Reliance Life. W. J. 
Adams, secretary of Canada Life, be- 
came vice-president and next in line 
of succession. 

Mr. Allen is a fellow of the actuarial 
societies. He joined Home Life in 1929, 
was made assistant secretary in 1933, 





w. J. 


Adams 


J. Finlay Allen 


secretary in 1941, and since 1938 has 
been on the L.O.M.A. board. He is a 
graduate of the University of Toronto. 

Directors elected included Mr. Kneil; 
J. Everett Rowe, third vice-president of 
Metropolitan; Carl R. Anderson, vice- 
president and secretary of Minnesota 
Mutual; Charles D. Cary, Union Cen- 
tral; Alfred N. Florenze, secretary of 
Union Life of Little Rock, and Ralph 
R. Coombs, vice-president of Massa- 
chusetts Mutual. Mr. Florenze and Mr. 
Coombs were elected to two-year and 
the others to three-year terms. 

Members of the executive committee 
for the coming year include the new 
officers, Mr. Kneil and Robert M. 
Green, vice-president and treasurer of 
Prudential. 

There were 12 of the 24 new fellows 
on hand to receive diplomas. 

Present at the commemorative lunch- 
eon were 17 executives of the original 
87 companies represented at the or- 
ganization meeting of the L.O.M.A. in 
1924, Several rose to recall the early 
history and testified to the economies 
and savings which this organization 
has made possible over the years in 
the management of their companies. 

A total of 11 of the past 20 presi- 
dents attended. 

In accepting a memorial scroll, 
Franklin B. Mead, Jr., described his 
father as a perfectionist and as one 
who would greatly appreciate the op- 
portunity of seeing the achievements 
accomplished by the L.O.M.A. could 
he be present. 

In introducing Frank L. Rowland, 
executive secretary, Warren J. Moore, 
secretary Old Line Life, one of the 
original members, said, “The L.O.M.A. 
was started by Franklin B. Mead when 
Frank Rowland called his attention to 
the lack of management material in 
the life insurance business.” 

In appreciation of Mr, Rowland’s 
service, a testimonial plaque was given 
him, together with a television set to 
which it will be attached in his home. 
Mr. Rowland, who was genuinely sur- 
prised, said that he could not forget 
that over 200 company representatives 
had contributed to the work of the 
L.O.M.A. in the past year alone, as 
well as the efforts of his staff. The 

.M.A. has achieved its success 
through cooperative efforts of company 
executives actively engaged in com- 
pany management and will continue to 
follow this method of operation, Mr. 
Rowland said. Tribute was also paid 
to L. R. Woodard, associate secretary 
of the L.O.M.A. since its earliest days. 

Considerable time was given to view- 
ing extensive exhibits of office equip- 
ment set up in the Edgewater Beach 
hotel. 
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Regulations on ‘48 
Tax Law Looked 
for This Month 


Latest information from Washington 
indicates that regulations covering the 
1948 tax law will be issued some time 
this month in tentative form by publica- 
tion in the “Federal Register,” to be- 
come effective 30 days from publication, 
according to Bert C. Bentley, Chicago 
lawyer. 

By the middle of September the regu- 
lations in draft form had been compiled 
by representatives of the revenue bu- 
reau’s estate tax division, the bureau’s 
chief counsel’s office and the tax legisla- 
tive division of the Treasury, and had 
been placed in the hands of the Treas- 
ury. It was not expected that the latter 
would offer many changes, since it had 
been represented in the drafting con- 
ferences. 


Greatest Chance for Delay 


The next step scheduled was a re- 
vised draft incorporating Treasury sug- 
gestions, after which the final draft 


has to be checked by a large number 
of persons, It is here that the greatest 
possibility of delay exists, for any one 








{ namememnel “ly 
WHEN W. B. BURN. 


HAM SIGNED HIS CON. 

TRACT WITH UNION CEN- 

TRAL, AMERICA WAS A 
e QUIET COUNTRY. 


There were no radios, no talkies, 
and movies were jerky, indistinct 
pictures that called for aspirin—ex- 
cept that there were no aspirin. 
Blacksmiths flourished on_ corners 
now occupied by filling stations; dia- 
betics prepared to meet their Maker, 
for insulin was unknown. It was 
nine ‘years before the Battleship 
Maine was blown up and President 
McKinley declared war against 
Spain. 


Yes, 59 years goes far toward round- 
ing out a wonderful career, so_we 
were particularly pleased at Mr. 
Burnham’s thoughtfulness when _re- 
cently he renewed his subscription 
to the R & R Magazine, for attached 
to the renewal request was written: 
“Yours is far and away the best and 
most helpful magazine ever contacted 
by me. More power to you!” 
Our sincere thanks to Mr. Burnham 
and the many other of our thirty- 
thousand subscribers who have given 
R & R Magazine such high praise in 
their letters. 


IF YOU ARE NOT NOW A 
SUBSCRIBER TO R & R— 
THE MOST QUOTED LIFE 
INSURANCE MAGAZINE IN 
AMERICA — SEND US YOUR 
NAME AND ADDRESS. WE 
WILL GLADLY SEND YOU A 
COMPLIMENTARY COPY. 


PAUL SPEICHER 
Managing Fditor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 
ie INDIANAPOLIS ee 














of these persons could delay publica- 
tion of the regulations for quite a time. 

Asked whether he planned to give a 
lecture course for agents like the one 
he gave last spring after the revenue 
act was passed, Mr. Bentley said he 
planned to do this if there was sufficient 
demand. This would be separate from 
the 12-week advanced course which will 
begin Oct. 12. The latter will cover 
the regulations in much greater detail 
than would be possible in a_ short 
course. 


Announce LAA Registration, 
Entertainment Chairmen 


Harvey L. Kesmodel, Jr., sales pro- 
motion manager of Sun Life of Balti- 
more, is in charge 
of registration and 
hotel arrangements 
for the annual 
meeting of the Life 
Insurance Adver- 
tisers Assn. to be 
held at the May- 
flower hotel, Wash- 
ington, D. C., Oct. 
28-30. Mr. Kes- 
model, a graduate 
of Johns Hopkins, 
joined Sun Life in 
1929 as_ publicity 
manager and editor 
of publications. In 
1946 he became sales promotion man- 
ager in charge of production clubs, 
campaigns, other sales promotional ac- 
tivities and techniques. He also edits 
the field magazine. 

Burt Langhenry, Acacia Mutual, will 
serve as vice-chairman. Other members 








H. L. Kesmodel, Jr. 


include Warren Reuber, Connecticut 
oe and Joseph M. Locke, Gulf 
wife. 


D. T. McGraw, advertising manager 
of Acacia Mutual, has been appointed 
chairman of the entertainment commit- 
tee. Miss Elsie Ullrich, Fidelity Mutual, 
is vice-chairman, other members being 
Frederick Nettleship, Equitable Life of 
Washington, D. C., and A. B. Richard- 
son, Life of Georgia. 


A. M. Best Co. Elects 
Three New Officers 


Alfred M. Best Co. has announced 
the election of three new officers, and 
two managerial appointments. 

Walter H. Brockhaven, formerly sales 
manager, was elected vice-president in 
charge of sales. Joseph P. Byrne was 
elected vice-president in charge of re- 
porting and annual insurance publica- 
tions of the fire and marine, casualty 
and surety, and life departments. Chester 
M. Kellogg, formerly managing editor 
of Best’s “Fire & Casualty News,” be- 
comes vice-president in charge of all 
Best’s insurance magazines. 

Andrew J. Gavey was appointed man- 
ager of the combined fire and casualty 
departments, while John F. Guilfoyle 
becomes manager of the life department 
and editor of all life publications. 

Mr. Byrne’s entire career has been 
with the Best company. He joined the 
firm in 1919, having majored in eco- 
nomics at New York University. 


Former Hearst Reporter 


Mr. Brockhaven joined the company 
in 1924, and has been sales manager 
since 1925. After completing his educa- 
tion at New York University, his early 
business experience included reportorial 
work with the Hearst papers and sales 
work for the American Printing ‘Co. He 
is a vice-president and director of 
Flitcraft. 

Mr. Kellogg joined the Best company 
in 1929. He is a graduate of Dartmouth. 

Mr. Gavey started in insurance as 
assistant actuary for Hartford Accident. 
He joined Best in 1927 as manager of 
the casualty department. He is a gradu- 
ate of the University of Michigan. 

Mr. Guilfoyle joined Best in 1928. He 
was educated at Pace Institute. He has 
been assistant manager of the fire de- 
partment. 





Cleveland, Chicago 
Showed Best Sales 
Rise for August 


Cleveland showed the greatest rate of 
increase in life insurance production for 
August, with a gain of 3%, while Chi- 
cago was second with 2%, according to 
L.I.A.M.A. Philadelphia led for the 
eight months with a 3% gain. ; 

Following are the percentages of gain 
or loss for each city, the first being that 
for August and the second the figure for 
the first eight months: Boston —4 and 
—8; Chicago 2 and —1; Cleveland 3 
and 0; Detroit —3 and 2; Los Angeles 
—9 and —3; New York City —12 and 
—6; Philadelphia —7 and 3; St. Louis 
—8 and —4. 

Among the states, Oklahoma and 
Maryland showed the greatest rate of 
increase with 17% each. For the first 
eight months Virginia and West Vir- 
ginia led with an increase of 19% each. 





Five Commissioners Study 
Improvement of State Laws 


LINCOLN, Neb. — Ways of in- 
creasing interstate cooperation in the 
administration of state insurance laws 
to insure greater efficiency so as to 
obviate fedral regulation, were the 
principal concerns in a six state regional 
meeting of the Council of State Govern- 
ments at Lincoln. Senator C. Petrus 
Peterson of Nebraska, chairman of the 
council’s interstate insurance committee, 
presided. Mr. Peterson warned, “If the 
soft spots in state laws are not plugged, 
the sweeping tide of federal jurisdic- 
tion could engulf many of the police 
powers of the states.” He said that 
strong state laws can curb expanding 
federal control. 

No official action was taken, but 
recommendations on _ state regulation 
will be grouped and forwarded to the 
meeting at Chicago next month of the 
full Council of State Governments. The 
representatives, present drew up an in- 
surance compact to present to the full 
council. 

‘Commissioners attending were Muel- 
ler of South Dakota, Stone of Nebraska, 
Harris of Minnesota, Alexander of Iowa 
and Sullivan of Kansas. North Dakota 
was represented by Senators Langley 
and Conrad. 





Urges Private TDB Cover in N. J. 


The New Jersey Chamber of Com- 
merce in its manual on the temporary 
disability benefits law in that state being 
distributed to chamber members, legis- 
lators and others, recommends that em- 
ployers avoid use of the state fund and 
purchase coverage in private insurers. 
The manual points out that if a large 


state fund is developed, it is subject to 
political pressure and better manage- 
ment-employe relations result from pri- 
vate plans without interference by the 
state. 


Mich. to Check Up on 


Agents’ License References 


LANSING, MICH.—The Michigan 
department is planning to tighten its 
practices relative to issuance of new 
agency licenses, Commissioner Forbes 
announced, by checking with all per- 
sons named as references by applicants, 

The licensing rules require that each 
applicant list five residents of his com- 
munity as references, two of whom 
must be engaged in the insurance busi- 
ness. In the past, however, there has 
been little or no effort to learn whether 
these references were authentic and 
whether they would recommend the ap- 
plicant for licensing. 

A form is being completed, the com- 
missioner said, which will be sent to 
each person named as a reference and 
no application will be completed until 
satisfactory answers have been obtained 
to the department’s inquiries. 

The commissioner noted that in sev- 
eral instances it has been learned that 
references listed by applicants were not 
actual acquaintances of the applicants 
but were merely names obtained by 
general agents or supervisors endeavor- 
ing to make the agency appointments. 
In at least one recent case, Mr. Forbes 
said, it was discovered that an appli- 
cant had served five years in prison, 
although he had answered in the nega- 
tive a question as to whether he had 
ever been convicted of a felony. 


L.O.M.A. Institute Holds 


Seminar at Boston 


Procedures of life companies in 
launching educational programs and 
problems of conducting study classes 
were among the topics discussed at the 
Life Office Management Assn. Insti- 
tute’s instructors’ seminar at Boston this 








month. The seminar opened the insti- . 
“tute’s 1948-1949 activities. Another sem- 


inar is being held at Omaha this week, 
and a third will be at San Francisco, 
Oct. 18-20. 

Conducted by J. H. Kohlerman and 
R. W. Lederer, educational director and 
associate educational director of 
L.O.M.A., the seminar program has 
been developed to help company in- 
structors learn principles and techniques 
of teaching and to exchange ideas on 
methods of presenting subject matter 
and winning student participation. 

. B. Maclean, retired vice-president 
of Mutual Life, participated in all ses- 
sions. 


There were 31 representatives of 
18 companies attending the Boston 
meeting. . 





- GENERAL AM 





The service cen- 
ter operated by 
General American 
Life at the Nation- 
al Assn. of Life 
Underwriters con- 
vention in St. 
Louis was a popu- 
lar feature. Shown, 
left to right, are 
Lester Sharp, John 
Hancock, Tulsa; 
Robert L. Walker, 
Peninsular Life, 
Miami; Adam 
Rosenthal, General 
American, St. 
Louis, general 
chairman of the 
1948 N.A.L.U. con- 
vention; Ray 
Wright, Provident 
Mutual, Lawrence, 
Kan., newly elect- 
ed trustee; Harvey 
Kemp, John Han- 
cock, Oklahoma 
City. 
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Guardian. Announces 


TWO PREFERRED RISK 
LIFE POLICIES 





1. The “PR-85” 
2. The “PR-70” 


Minimum Amount— $10,000 


General insurance brokers and surplus 
writers are invited to call or write the 
nearest Guardian Agency for complete 
details on these low-premium, low-cost 


policies. 


The 


GUARDIAN 


LIFE INSURANCE COMPANY 


OF AMERICA 


50 Union Square New York 3, N. Y. 
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Life Men Exchange Ideas 
With Mortgage Bankers 


NEW YORK—The era of high pre- 
miums paid for mortgage loans has 
passed, Harvey E. Handford, manager 
of the city loan department of Bankers 
Life of Iowa, told members of the Mort- 
gage Bankers Assn. at its annual con- 
vention here. He discussed how institu- 
tional investors and correspondents may 
cooperate to reduce operating and serv- 
icing costs. 

Among the speakers were R,. I. 
Nowell, 2nd _ vice-president Equitable 
Society; L. Douglas Meredith, executive 
vice-president National Life; Claude L. 
Benner, vice-president Continental 
American Life; and Henry F. Fisher, 
chief field appraiser Equitable Society. 


Mortgage Business Expensive 


Those in the mortgage department of 
a life company have been acutely aware 
that the mortgage business is expensive 
to transact compared to the purchase of 
other types of securities, Mr. Handford 
said. This has been highlighted in re- 
cent years by the low yield. 

One ¢ost reduction he cited is in han- 
dling of hazard insurance policies. The 


mortgage correspondents of his com- 
pany retain the policies in their files and 
furnish Bankers Life with a certificate, 
saving time and letter writing in mailing 
policies back and forth. 

The factors to consider in lending on 


special purpose income producing 
properties were presented by Mr. 
Fisher. Credit and management analy- 


sis is probably the most important be- 
cause of the difficulty of resale or leas- 
ing of these properties, which have a 
limited number of buyers or users. 
Declaring that the country has been 
solving its housing problem at a phe- 
nomenal rate, Mr. Nowell said “we are 
going to wake up one day soon and find 
out that there is no longer a housing 
shortage in this country at prevailing 
price levels,” : 
The city mortgage department of his 
company recently reported the market 
for $20,000 to $25,000 houses is rapidly 
approaching the saturation point. In 
some cities slow sales are reported even 
in the $15,000 to $20,000 price bracket. 
Mr. Nowell thinks the prospect for life 
companies returning to a correspondent 








“I don’t have to go out and push any one specialty, for 
Reserve Loan Life. Neither am I required to program only 


the big-shots, or anyone else. 


“Instead, I can sell ’em all, whatever their insurance 


needs. 


“For Reserve Loan Life offers a complete line of proven, 
practical Life policies .. . plus a line of liberal Accident, 
Sickness, Hospital, Surgical, and Medical plans for the in- 


dividual, family, or group. 


“Business is where you find it, if you’ve got what it 
takes. With Reserve Loan Life, I’ve got the policies it 
takes .. . and I sell ’em all.” 
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Established 1897 40 oy A Registered Policy Company 


1201 Main St. 
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basis for originating and servicing farm 
loans is very remote. 

Mr. Campbell outlined good loan sub- 
missions and committee procedure. The 
loan officer, the correspondent, and the 
finance committee have been so busy ac- 
quiring new business that there has been 
a tendency for the banker to allow fac- 
tory production to replace the personal 
touch, he said. There is no room for 
carelessness or neglect in the mortgage 
banking business, and each investment 


merits the thorough and careful atten- 
tion of each responsible party. 

Mr. Benner, moderator at a panel 
session on the outlook for interest rates 
and possible future trends in the money 
market, declared that he thought that 
G.I. mortgage loans would have to go to 
a 41%4% interest rate. At the present 
time they are not attractive to investors 
at 4%, and he said that such action may 
be taken late in the year to ease the un- 
desirable situation. 











Estate Planning Distinct 
Profession, Says Weissman 


Estate planning is the newest profes- 
sion and while its practitioners may 
come from law or life insurance neither 
the life agent nor the lawyer is automat- 
ically an estate planner though each 
of them, along with the accountant, and 
corporate fiduciary, can make valuable 
contributions to the planning of an 
estate, said Simon D. Weissman, Equi- 
table Society, Boston, at the meeting 
of the Million Dollar Round Table at 
French Lick, Ind. 

The estate planner is the captain of 
the team, which includes the agent, the 
actuary, the accountant and trust officer, 
he said, for each of the others tends to 
think in terms of his own specialty. 
Hence the estate planner must act as 
the architect, integrating the work of 
the others on the team, Life insurance, 
he said, is probably the best background 
for an estate planner but Mr. Weissman 
warned that one must keep an open 
mind as to other methods. If the estate 
is properly planned the life insurance 
will come in in its proper place with- 
out dragging it in by the heels. 

An estate plan should be flexible, 
with proper regard for future changes, 
he said. It should contain no subDter- 
fuges that may create future havoc 
should there be a change in the tax law. 
No gift should be specified that might 
result in impoverishing the donor. The 
plan should be as simple as the factors 
allow and there should be no over-em- 
phasis on life insurance. 

The man who wants to be a true 
estate planner should conduct his own 
financial affairs with intelligence, said 
Mr. Weissman. If a man can’t adjust 
his operations so he can live with- 
in his income; if he is constantly hav- 
ing to push to enlarge his earnings, he 
is not likely to do a true estate planning 
job, said Mr. Weissman, for his empha- 
sis is likely to be too much on sales. 

Even though the estate planner re- 
ceives Only half the commission on 
joint cases, he is still better off devot- 
ing himself exclusively to estate planning 
because he need not step out of charac- 
ter and because he need not perform 
concurrently the two separate and dis- 
tinct functions—one strictly canvassing 
and the other purely a professional func- 
tion. Mr. Weissman, when he decided 
to become an estate planner, had this 
idea in mind. 

He approached certain successful 
agents who had fine prestige and did 
not specialize in true estate planning. 
Within six months he was working full 
time at estate planning as a profession. 
Within two years his backlog of cases 
was getting out of hand and from then 
on he had to refine and raise his speci- 
fications and improve the process of se- 
lectivity. 


Should Know Law 


To do a complete job the estate plan- 
ner should have not only the training of 
a first class life agent but he should 
also understand the law in fields perti- 
nent to estate planning, said Mr. Weiss- 
man. These include wills, trusts, and 
estates, taxation and corporation law. It 
also contemplates an understanding of 
accounting and accounting practices, 
corporate finance, and economics. 

But even possession of this knowledge 
doesn’t of itself make a man a true es- 
tate planner. He needs also balanced 
judgment, analytical skill and a detached 





and mature approach to a broad and 
complicated set of problems which will 
make it possible for his ultimate pro- 
gram to ring true, Mr. Weissman em- 
phasized. 

Estate planning is not a simple pro- 
cedure, he said. In his office it usually 
takes from two to six months before 
the plan is ready for submission and it 
may be months or even years from sub- 
mission to execution. Not only must 
the estate planner have detailed data 
but he will want such intangible but im- 
portant facts as deal with such matters 
as the client’s relations with other mem- 
bers of the family and with business as- 
sociates, the confidence he has in the 
ability of his wife or children to handle 
property, and his hopes and objectives 
in life. Often these intangibles are not 
readily apparent. Often the client 
doesn’t get around to crystallizing his 
thinking about them until the estate 
planning job is being done. 





Malone Says All Agents 
Should Be Full-Timers 


Only the full-time life agent is quali- 
fied to give the type of advice that buy- 
ers need today, said Commissioner Ma- 
lone of Pennsylvania in his talk at the 
International Claim Assn. meeting at 
Wernersville, Pa. He said that for that 
reason, and because associations and 
companies and commissioners have set 
up the qualifications for agents during 
recent years, a higher type and more 
sincere and _ conscientious group of 
agents have been coming into the busi- 
ness. 

Mr. Malone. emphasized that Ameri- 
cans want financial security and that 
while there are some who want some- 
thing for nothing the vast majority of 
citizens want to pay for what they get 
and they don’t want it government con- 
trolled. 


P. N. Mantz Executive V.-P. 
of Homesteaders of Iowa 


Paul N. Mantz of Lincoln National 
Life’s reinsurance department has re- 
signed to become executive vice-presi- 
dent of Homesteaders Life of Des 
Moines. He attended Drake University 
and entered life insurance with Des 
Moines Life, serving as secretary and 
actuary from 1919 to 1926, when he 
joined Lincoln National and managed 
its Royal Union division at Des.Moines 
from 1934 to 1938, going to the home 
office reinsurance department in 1938. 


New Cyclopedia Published 


The 1948 edition of Cyclopedia of In- 
surance in the U. S. is now being dis- 
tributed by the Index Publishing Co., 
123 William street, New York. This 
consists of more than 1,100 pages of 
text and sells for $5. It contains a mass 
of insurance information on companies, 
associations, personalities, financial and 
historical data, definitions of insurance 
terms and legal decisions. 








Union Mutual Life has opened its 
third in a series of two week training 
schools for qualified new agents. The 
school is conducted by John R. Car- 
nochan, director of training. 
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GRAPH SHOWS THE GROWTH OF ORDINARY LIFE INSURANCE 
IN FORCE (IN BILLIONS OF DOLLARS) WITH LEADING LIFE 
INSURANCE COMPANIES DURING 1938 AND THROUGH 1947 
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Wyaitt Tells 
Broad Significance 
of Group Cover 


“Abundant evidence of the ability of 
American business to meet its human 
obligations and responsibilities in an 
efficient and satisfactory manner is con- 
tained in the existence of group insur- 
ance and pension plans throughout in- 
dustry,” according to Clarence W. Wy- 


att, vice-president of John Hancock Mu- 
tual Life, who was a speaker at the in- 
dustrial relations clinic sponsored by 
Associated Industries at Cleveland. 
“The incidence of group protection 
for workers in industry,” Mr. Wyatt also 
said, “is not an achievement of man- 
agement, or of labor, or of the insur- 
ance companies, but of all three work- 
ing together as only American enter- 
prise can work toward a common goal. 
“Last year,’ he continued, “40% of 
all group life claims on employed per- 
sonnel were paid to families who had 
no other life insurance. In the case of 








* Our Stars Live in Lovely Homes * 








A EGE 


A Dream House NOT being built by Mr. Blandings 


—But by One of Our General Agents Who Reached Stardom” 





tell you more about it. 





tween myself and the home office 


uinely agency-minded. Our unique 


This house, nearing completion, was built by another one of 
our successful General Agents—not by Mr. Blandings of the 
movie. |t is a dream house, nevertheless. But let our STAR 


“It’s a Symbol,” he said 


"Here is a picture of our new home in the making. The 
lawn is rather rough as yet. The inside of the home is al- 
most complete; however, the outside doors, as yet, have not been hung. 
We expect to occupy the home soon. 

"The proceeds for the purchase of this home were earned from the sale 
of Life and Accident and Health insurance for the Illinois Bankers Life, 
and the home is a symbol of the fine relationship which has existed be- 


*(Name on request. Such a letter could well be written by you if you become 
a member of “The Happiest Insurance Family in America’.) 


There’s a Place in STARDOM for You, Too! 


Investigate this opportunity to become associated with a group of en- 
thusiastic insurance moneymakers and a friendly company that is gen- 


interested in Immediate Income, Renewal Revenue, and Future Security, 
write for our intriguing plan and learn of the general agencies still 
available. If you can meet our requirements, you'll be thanking your 
lucky stars you acted today. All correspondence confidential. 


Hugh D. Hart, Vice-President and Director of Agencies 


Illinois Bankers Life Assurance Co. 


Monmouth, IIlinois 


throughout our association.” 


methods create leads. If you are 
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JEFFERSON NATIONAL 


—“ye VELUPUWHCE Company 


INDIANAPOLIS. INDIANA 


executive personnel, 12.5% ‘had no other 
life insurance. 

“Translate the millions of dollars in 
payments this represents into human 
terms and you can tax your vision of 
the great contribution employe protec- 
tion plans are making to the wholesome 
continuance of the American way of 
life. The beneficiaries of these policies 
do not have to turn to paternalistic gov- 
ernment for help in their distress be- 
cause this help has been provided by 
the breadwinner himself through volun- 
tary participation in a plan conceived 
and developed by private enterprise, 
and recognized and accepted by labor 
organizations as an instrument which 
permits a man to translate his own toil 
into security for his family, to retain 
his pride and his independence, and to 
divorce his future fortune from the 
wheel of politics or privilege.” 

Mr. Wyatt is a former trustee of Na- 
tional Assn. of Life Underwriters. 


Philadelphia Life Makes 
Two Pa. Appointments 


Philadelphia Life Company, has ap- 
pointed Nevin A. J. Loose, Lancaster, 
Pa., regional manager in south central 
Pennsylvania. He has been general 
agent at Lancaster since early in 1946. 
His agency in the first seven months 
of this year paid for more than $1 mil- 
lion new insurance, as compared with 
slightly over $500,000 for the entire 
year 1947. Mr. Loose entered life insur- 
ance some years ago with Home Life. 

Russel G. Gohn, York, Pa., has been 
appointed agency manager there. He is 
a graduate of Penn State and was with 
Proctor & Gamble prior to navy serv- 
ice as a lieutenant (j.g.). Since his re- 
turn to civilian life he has been with 
Equitable Society at York. He is 
first vice-president of York Assn. of 
Life Underwriters and a charter mem- 
ber of the Leaders Round Table of the 
Pennsylvania association. 


Penn Mutual Runs 
School for Supervisors 


Penn Mutual Life is holding its 15th 
agency building school at the home of- 
fice, with 13 supervisors from the field 
as students during a two weeks’ course. 
Dean is E. Paul Huttinger, 2nd vice- 
president and manager of training. The 
faculty includes 47 home office officials, 
financial agents, and supervisors. The 
school covers a very broad analysis of 
the functions of the life insurance busi- 
ness, both in selling and in management. 

A guest instructor is Dr. Malcolm G. 
Preston, assistant professor of Psy- 
chology at University of Pennsylvania, 
who lectured on “Selection and Train- 
ing for Leadership.” ; 


Ohio Studies Proposed Laws 


With the new general assembly con- 
vening in January, Ohio insurance in- 
terests are giving attention to proposed 
legislation, which includes amending the 
fraternal and group life codes and plac- 
ing Ohio under state supervision. They 
hope to strengthen laws governing the 
Ohio division of insurance so that un- 
authorized insurance companies and 
agents may be dealt with more effec- 
tively. 


Dr. Mehr at Grand Rapids 

Dr. Robert I. Mehr, who directs in- 
surance courses at University of Illinois, 
is speaking at this week’s dinner meeting 
of Life Managers & General Agents 
Assn. of Grand Rapids following a golf 
tournament, on “Improved Selection 
and Training for Life Insurance as a 
Career.” 


Inman Richmond President 


Joseph F. Inman, Life of Virginia, is 
the new president of the Richmond 
C.L.U. chapter. Lewis Held, North- 
western Mutual, is vice-president; R. 
Hampton Davis, Jefferson Standard, 
secretary. 
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Equitable Agency 
Conferences Held 
in Central West 


The central western division of 
Equitable Society under Walter [, 
Gottschall of Chicago, director of 


agencies, has now completed a three- 
month series of annual summer sales 
conferences of 22 agencies. Mr. Gott- 
schall spent five full days at Breezy 
Point Lodge, Pequot Lakes, Minn, 
with J. E. Brudenell of Minneapolis, 
divisional group manager for Minne. 
sota and the Dakotas, helping to con- 
duct the conference of the Walter B, 
Farr agency at Minneapolis. Later he 
was at Edgewater Beach hotel with 
Evan Ricks, manager of the western 
fields’ group division at Chicago, at- 
tending the sessions of the George J, 
Woodward agency at Columbus. 

Mr. Gottschall spent four days with 
F. J. Shea, assistant divisional group 
manager. at Chicago, later attending the 
Lustgarten ‘Chicago agency conference 
at Eikhart Lake, Wis., near Sheboy- 
gan. Following this he went -to the 
conference of the Fitzhugh Traylor 
agency of Indianapolis at Edgewater 
Beach hotel, Chicago. 


V. S. Welch Takes Part 


V. S. Welch, vice-president, at- 
tended the conference held by the 
Lee Wandling agency, Milwaukee, at 
Gateway Lodge, Land-O’-Lakes, Wis., 
and Mr. Gottschall was at the ses- 
sions of the F. J. Holderman, Jr,, 
agency at Excelsior Springs. 

“Increased Production through Im- 
proved Skills” was the theme of all the 
gatherings. The programs were con- 
tributed largely by the agents, and man- 
agers and assistant managers conducted 
panels on current topics of interest to 
field men. 

Other agency conferences held dur- 


ing the series were: Keat- 
ing general agency, Minneapolis, at 
Minaki Lodge, Kenora, Ont., with 


Messrs. Gottschall and Brudenell pre- 
sent; R. R. Reno, Jr., agency, Chicago, 
at Mackinac, L. G. Owens, assistant to 
Mr. Gottschall, and N. W. Pierpont, 
division group manager, attending; H. 
E. Kerber agency, Elgin, IIl., at Land- 
O’-Lakes, Mr. Gottschall and Robert 
Cleary, assistant division group man- 
ager, present; C. W. Streeter agency, St. 
Paul, at St. Paul, Messers. Gottschall 
and Brudenell; W. J. Hohn agency, 
Saginaw, Mich., Mr. Gottschall and J. 
D. Malin attending. 

C. L. Lundgren agency, Detroit, at 

Niagara Falls, Ont., W. E. Walsh and 
Mr. Malin representing the company; 
R. C. Hageman agency, Cincinnati, at 
French Lick, Ind., Mr. Gottschall and 
J. O. Brunson, divisional group man- 
ager, Cincinnati, present; W. J. John- 
son agency, Fargo, N. D., at Winnipeg, 
Can., Mr. Owens and P. V. Benson of 
Minneapolis, assistant divisional group 
manager; C. L. York agency, Toledo, 
at Gratiot Inn, Port Huron, Mich., 
R. Corcoran of New York and R. W. 
O’Leary, Cleveland, divisional group 
manager, present; R. M. Thykeson 
agency, Chicago, at Elkhart Lake, Mr. 
Messrs. Gottschall and Malin. 

Also, C. L. Hansen agency, Sioux 
Falls, S. D., at Minneapolis, Messrs. 
Owens and Brudenell; Fred Israel 
agency, Chicago, at Elkhart Lake, Mr. 
Owens and S. P. Medbury, Chicago, as- 
sistant divisional group manager; Her- 
man Moss general agency, Cleveland, 
at New York City; S. A. Burgess, sec- 
ond vice-president; W. J. November, 
assistant actuary; Dr. B. C. Syverson; 
W. E. Walsh, second vice-president; 
C. R. Corcoran, director of sales pro- 
motion, and Merle Gulick, group de- 
partment general manager, speaking. 
C. J. Eklund agency, Detroit, at 
Gratiot Inn, A. Fred Sloan, agency as- 
sistant in the home office and Mr. 
Malin, and W. B. Farr agency, Min- 
neapolis, at Breezy Point Lodge, 
Messrs. Gottschall and Brudenell. 
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Painstaking Planning Key 
to Campbell's No. 1 Rank 


By RALPH E. RICHMAN 


‘The record-breaking pace of Pruden- 
tials Newark ordinary agency, headed 
by Charles W 
Campbell, shows 
what can be done 
through careful 
planning, system- 
atic organization, 
and the substitution 
of accurate infor- 
mation for guess- 
work wherever this 
is humanly possi- 
ble. The agency 
led the company 
last year and the 
first half of this 
year, producing 
more than $10 mil- 
lion in the first six months of 1948, of 
which $6 million was written in the 
second quarter. Mr. Campbell uses 
the same basic plan that he applied 
successfully when he was manager in 
Florida. 

Mr. Campbell has developed stand- 
ards of measurement for making major 
agency decisions. He sets definite 
agency building objectives and produc- 
tion goals. His organization is made 
thoroughly acquainted with his meas- 
urement standards and with the objec- 
tives and goals of each unit in the 
agency and of the agency as a whole. 
Decisions are not made by whim and 
by chance. Steady progress comes be- 
cause all members of the agency un- 
derstand the long range plan for agency 
development and have been sold on the 
measurement standards adopted. 





Cc. W. Campbell 


Uses Market Statistics 


The plan starts with a careful analy- 
sis of territorial population and income 
and a division of the territory into logi- 
cal production management sections. By 
use of the annual marketing edition of 
the magazine “Sales Management” and 
other sources the total buying power 
of New Jersey and its proportion of 
the national buying power can be deter- 
mined. There are 3,408,000 people in 
New Jersey. The agency divides the 
state into five parts with approximately 
600,000 as a sectional population unit. 
By use of buying power breakdown 
in counties and cities coupled with 
consideration of local buying habits it 
is possible to set up logical territorial 
units so that agency building and 
production goals of each of these can 
be measured against the other. 

Transportation and distances are con- 
sidered. Any manager of a territorial 
section who wonders whether he has 
as good an opportunity as some other 
sectional manager or whether the ob- 
jectives set for him are comparable to 
those for other territorial heads never 
needs to guess about the answer. The 
basic population and buying power fig- 
ures provide the answer. A _ further 
proof that the system is correctly set 
up comes from the annual achievements 
for it is easy to show that when the 
agency building standards set up are 
met for any territory, then the produc- 
tion goal follows naturally. 


Calls for Functional Organization 


A second part of the basic plan calls 
for a functional organization. A clear 
distinction is made between adminis- 
trative and managerial duties and the 
actual production of business. The 
man who has an administrative job as 
a unit manager has a definite adminis- 
trative job to do. He knows how many 
men he should be able to handle, how 
many new agents should be recruited 
for the coming year and what produc- 
tion is expected from each man in the 
agency. Mr. Campbell has found that 
it takes one production field assistant 
for each 12 producers, assuming that 
the 12 have passed, the experimental 


stage and have become a mature group. 
Here again it will be seen that a definite 
standard of measurement has been set 
up for making an agency decision. 

The agency plan which circulates 
freely among members of the agency 
explains clearly the many standards of 
measurement. An agent may know 
when he is entitled to a desk in the 
agency, when he is entitled to a room 


shared with one man or to a private 
office. Uncertainty in methods of op- 
eration and in goals has been eliminated 
to a marked degree so that each one 
may move with confidence about re- 
sults which will follow achievement of 
goals set. This element of confidence 
is most important. The knowledge that 
plans being followed are based upon 
carefully considered facts and _previ- 
ously achieved success in following 
them in itself breeds enthusiasm. 

It takes 122 typewritten pages to 
set forth the agency plan in all its 
particulars. This includes the breakdown 
for each territorial section, each unit 
manager and in fact each producer. 


While it takes a lot of preliminary 
study and care to set up the plan it 
does enable an agency to operate on a 
basis which does not call for frequent 
change and which allows room _ for 
plenty of variation inside the basic 
plan itself. Frequent changes upset 
an organization. his is avoided when 
a careful long range plan is adopted. 
Use of standards makes it relatively easy 
to recognize any man on the basis of 
what he does with his men and his 
territory. Since he is consulted in the 
construction of the plan and the setting 
of the objectives and goals, he feels 
himself also to be a part of manage- 
(CONTINUED ON PAGE 17) 
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HIDDEN VALUES! 
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Few policyowners are conscious of the many hidden 
41 . 
values purchased with every permanent type of life 
insurance. A\ partial list would include: 


Adaptability to every need. 
Exemption from managerial care. 

Income and other tax exemptions. 
Adequate diversification of investments. 


Availability of policy loans without 
publicity. | 


Prompt transfer to heirs without the usual 


of probated estates. 


' The privilege of examining the financial 
transactions of life insurance comp:nies at 
the various State Insurance Departments. 


The Midland Mutual Life Insurance Co. 


COLUMBUS 16, OHIO 
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Settle Pittsburgh 
Hotel Group Fight 


The long fight between the Pittsburgh 
hotel and restaurant workers union, 
loca! 237, Pittsburgh Hotel Assn., and 
Commissioner Malone has been amicably 
settled, 

John Kenny, president of the union, 
and Col. Edward Gallup, executive sec- 
, retary of the hotel association, gave full 
credit for the settlement to Commis- 
sioner Malone. After a four-hour con- 
ference attended by representatives of 


several large insurance companies, Mar- 
tin Segal, New York insurance consult- 
ant, and Mark B. Higgins, New York 
broker, an agreement was reached. 

Commissioner Malone approved the 
issuance of trustee policies to take ef- 
fect Oct. 15 in addition to the original 
plan of benefits which included depend- 
ent hospitalization and surgical cover- 
age in its program. The entire new 
program will provide $1,000 life, $1,000 
accidental death and dismemberment, 
$10 a week accident and sickness bene- 
fits, $150 surgical fee benefit, five-day 
hospitalization, with the same surgical 
and hospital benefits provided for de- 
pendents. 





writers, carefully se 


ample." 


program. 


Illinois; Amarillo, Texas; 
other choice cities. 


A. H. Kahler 
Vice-President and 
Supt. of Agencies 


QUALITY FIRST 
$200,000,000 SECOND 


The Indianapolis Life Insurance Company has recently passed 
the $200,000,000 mark of insurance in force. 


The primary emphasis of the Company, through its more 
than forty-two years of service, has been on QUALITY. 
The Company's representatives are quality life under- 
eted and thoroughly trained to give 


quality service. Assets are composed of investments 
selected for quality and safety. Surplus is "more than 


Thus, QUALITY is the key word and is MOST IMPORTANT. 
Growth from $17,202,655.63 in assets in 1935 to over $54,- 
000,000 in 1948, and of insurance in force from $95,756,258 
to over $200,000,000 is gratifying. Size will continue to be 
second to quality in importance. 


Fieldmen and policyholders are enthusiastic about this 


Indianapolis Life Insurance Company 


Indianapolis 7, Indiana 


An Old Line, Legal Reserve, Mutual Company 


Agency opportunities in Evansville, Indiana; Toledo, Ohio; Springfield, 
Davenport, lowa; Rochester, Minnesota, and 


Edward B. Raub 


- President 











at Cape Henry, Virginis — 
the old one being first established by the 
United States Government on the Atlantic 
Seaboard. 


tee 





LANDMARKS 
of 
DISTINCTION 


ATLANTIC LIFE 


INSURANCE COMPANY 


Directing the Way Toward Financial 
Security Since the Turn of the Century 


Organized 1899 
RICHMOND, VIRGINIA 











The program will cover 2,200 hotel 
employes of the eight leading Pittsburgh 
hotels. The hotels affected are William 
Penn, Pittsburgher, Roosevelt, Schen- 
ley, Fort Pitt, Henry, Keystone and 
Webster Hall. 

The plan will be administered and 
governed by a board of trustees made 
up of officers of the union and an ad- 
visory committee, consisting of repre- 
sentatives from the hotels named. The 
plan is similar to the one set up in the 
New York hotel industry. 

It is estimated that premiums will run 
between $250,000 and $300,000 per year. 
The companies underwriting the plan 
are Prudential and Equitable Sociev. 
Mr. Segal and Mr. Higgins will act as 
co-brokers. 

The union, upon the action taken, 
is now withdrawing its suit against 
Commissioner Malone which had been 
scheduled for reargument in the Dau- 
phin county court in October. 


Blanchfield Heads Claim 
Association Steering Group 


In addition to electing William N. 
Hutchison of New York Life as presi- 
dent of Internationa! Claim Assn. at 
the annual meeting at Wernersville, Pa., 
the association elected Ralph Heller of 
Prudential vice-president; Louis L. 
Graham, Business Men’s Assurance, sec- 
retary and F, L. Templeman, Maryland 
Casualty, treasurer. 

Chairman of the executive committee 
is John A. Blanchfield of Aetna Life and 
the members are Walter E. Trout, Penn 
Mutual, the outgoing president; John 
W. Ayre, New England Mutual; James 
H. Wainright, Canada Life; R. Vaughn 
White, Continental American Life, and 
Charles J. Hoight, Metropolitan Life. 


Attend World Bank Meeting 


At the annual meeting of the board 
of governors of the International Bank 
for Reconstruction and Development in 
Washington this week several life in- 
surance men were on hand, including 
George H. Harrison, chairman of New 
York Life; F. W. Ecker, financial vice- 
president of Metropolitan Life, and T. 

Morrill, deputy superintendent of 
the New York department. 

Thirty-two states now permit life 
companies to invest in debentures of 
the bank, up to 5% of assets, and life 
companies hold some of the $% billion 
of debentures the bank has issued. For 
example, Metropolitan Life showed $5,- 
110,000 of such securities in its Dec. 
31, 1947, statement. 

The bank represents a potential out- 
let for additional life insurance funds. 
Bankers regard the securities as sound 
as government bonds. The bank is 
making good loans that are well pro- 
tected, and it is being operated with a 
plus of income over outgo. 


D.I. Valuation Book Published 


Ralph P. Walker, assistant actuary of 
Illinois Bankers Life of Monmouth, has 
published a book of values entitled ‘“Ac- 
cidental Means Death Benefit.” The 
new book contains 24% and 3% net 
premiums and mean reserves for benefits 
to age 60 or prior. Reserves for most 
plans for issue ages 5 to 55 are shown 
for all durations to attained age 60. The 
values were based upon the C.S.O. mor- 
tality table and the 1916-33 inter-com- 
pany double indemnity mortality table. 
Mr. Walker was with the actuarial de- 
partment of Metropolitan Life before 
going with Illinois Bankers Life a year 
ago. 














Discuss Farm Bureau Insurer 


Kansas Farm Bureau held a series 
of six district meetings throughout 
Kansas to discuss operations of the 
new life company organized the past 
year. In attendance were Louis Miller, 
manager of the life company; Joe Smer- 
chek, secretary; Walter Ackerman, 
Farm Bureau Mutual; Seth Kuyken- 
dall, chief underwriter; Ralph Lamb, 
general agent, and Kenneth Johnson, 
State Farm Bureau organizer. 


Chappell V. Pres. 
of Hawaiian Life 


Hawaiian Life has elected William R, 
Chappell vice-president and manager of 
production and conservation with head- 
quarters in Honolulu. He has been with 
North American Reassurance for the 
past 12 years, his most recent position 
being assistant treasurer. A graduate of 
Amherst, he served in the marine corps 
during the war. 


Midwestern United Life 
Gets Off to a Fast Start 


Midwestern United Life, organized at 
Fort Wayne recently, had $1,021,000 of 
paid business and has $1,110,000 of 
pending business, all in a little more 
than a month of operation. 

Phil J. Schwanz, for seven years 
agency director of Standard Life of In- 
diana, is president. Ned Skolwick, who 
has been with Franklin Life at Indian- 


apolis, is superintendent of agencies, 
Other officers are Charles Smith, agency 
secretary, Dr. Raymond Berghoff, 


medical director, and Charles D. Young 
and Ralph D. Clingman, field super- 
intendent. 


Graduate 40 at Purdue 


The second largest session of the 
Purdue accident and health sales course, 
sponsored by National Assn. of A. & H. 
Underwriters, climaxed its activities 
with a banquet or the graduates. 
Gathering at the school that night to 
honor the 40 graduates, instructed by 
O. J. Breidenbaugh and W. J. A. Jones 
of the National association staff, were 
several of the outstanding leaders in 
the industry. 

They included President E. F. Greg- 
ory and Charles B. Stump, first vice- 
president of the National association. 


Order-Taker Outmoded: Imig 


Attainment of 7,082 national quality 
awards this year by agents of practically 
all companies in every state and prov- 
ince is evidence of the fact that the day 
of the order-taker in life insurance is 
over and that the business is on a client- 
and-counsellor basis of service, said 
Richard E. Imig, ‘New York Life, She- 
boygan, Wis., N.A.L.U. trustee, before 
Sheboygan Life Underwriters Assn. 

National quality awards were present- 
ed to 10 Sheboygan agents by Cliff 
Engeswick, executive secretary of the 
Sheboygan community fund, the guest 
speaker. 

Roman Wagner, Bankers Life of 
Iowa, association president, reported on 
the recent N.A.L.U. convention. Ar- 
thur Murphy, Metropolitan Life, local 
quality award program chairman, intro- 
duced the speakers. 








Advance Canadian Dates 


The Canadian Life Officers Assn. has 
changed its 1949 annual meeting and 
those of its life agency officers section 
and life insurance advertisers section 
from May 17-19 to May 16-18. As pre- 
viously announced, the meetings will be 
held at the Seigniory Club, Montebello. 
The changes are being made to avoid 
conflict with the annual meeting dates 
of the Actuarial Society of America, 
meeting in New York May 19-20. 





Conducting Career School 


Thirty-three agents of Northwestern 
Mutual Life from various agencies in 
13 states across the country are taking 
the two week career school course at 
the home office. Harold W. Gardiner, 
educational director, is conducting the 
school, which is sponsored jointly by the 
company and its general agents. To 
be eligible, agents must meet certain 
requirements, including preliminary 
educational courses, and must have the 
general agents’ certification of proven 
ability to succeed in life insurance and 
become career agents. 
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U. S. Analyzes 75,000 Life 
Home Office Positions 


Life company home offices employ 
more than 75,000 workers, according to 
an article by Kermit B. Mohn of the 
wage analysis branch of the U. S. de- 
partment of labor, in a_recent issue of 
the “Labor Review.” The New York- 
Newark area had about 30,000 workers. 


The other important areas, though 
smaller in comparison were Boston, 
Philadelphia, Hartford and Chicago. 


About two-thirds of all home office em- 
ployment is in the middle Atlantic and 
New England regions. 

Wages in the middle Atlantic area 
were higher than those in New Eng- 
land in most of the insurance home of- 
fice occupations but when the compari- 
son is broadened to include other 
regions, the Pacific Coast frequently re- 
ported the highest weekly earnings. 
Lowest earnings were found in the 
southeast, middle west, or Rocky 
Mountain regions. 


Underwriters Average $72 Weekly 


In addition to the usual clerical and 
office personnel, the survey included a 
study of wages of male employes in 
underwriting, claim adjusting and in- 
vestigation positions. The national 
average weekly salary of the 468 under- 
writers in the survey was $72. In New 
England it was $63, in the middle At- 
lantic states $85, in the border states, 
Great Lakes states, and middle west, 
it averaged in the middle $60s and 
slipped to the high $50s in the south- 
east and southwest. The figures re- 
ported, however, were for January, 
1947, and presumably some increases 
have been made since then. 

The 350 claims adjusters had an 
average national weekly salary of $75 
and the claim investigators averaged 
$86. Increases or decreases from the 
average in different sections of the 
country about the same proportions as 
they did for underwriters’ salaries. 


60% in 25 Companies 


The report estimates that more than 
60% of all workers in home offices are 
employed by approximately 25 large 
companies with over 500 home office 
employes apiece. As a group, these 
large companies generally paid higher 
wages than the more numerous smaller 
companies. 

About 60% of the companies had a 
normal work week of less than 40 hours 
for men and women, and all except a 
few of the remainder observed a 40 
hour week. Few have a work week of 
less than 35 hours and a similarly small 
number average more than 40 hours a 
week. In the middle Atlantic area most 
work weeks were 35 to 37% hours. 
Only four of the 38 companies had a 40 
hour work week for men and only three 
for women, but none had a longer work 
week. None of the companies in the 
middle west reported a work week of 
less than 37% hours. 


Vacation Practices 


All but three of the 207 companies in 
the study granted vacations with pay 
to their employes after one year of serv- 
ice. In 85% of these companies a vaca- 
tiontime of two weeks was given. This 
included all of the companies in the 
New England and Pacific regions. 
About 45% of the companies have 
formal provisions for paid sick leave 
after one year’s service. Two weeks al- 
lowance with pay was provided by 
about half of these companies. 

_ Two-thirds of the companies had some 
kind of insurance or pension fund for 
their employes, the cost of which was 
paid at least in part by the companies. 
Only half of the total studied provided 
life insurance plans. About 30% of all 
the companies had health insurance 
programs and a quarter had retirement 
pension plans. Pension plans are not 
nearly so prevalent in most of the other 
industries that the bureau studied. A 





number of companies have more than 
one type of insurance or pension plan. 

Somewhat less than half of the com- 
panies awarded Christmas bonuses to 
their employes and more than 10% paid 
other types of non-production bonuses. 
In many cases the amounts paid were 
quite substantial. 

Men’s wages, on the average, were 
considerably higher than women’s, a 
prevalent finding in studies of any in- 


dustry. Of the 226 women under- 
writers, for example, the average weekly 
pay was $49. Examples of the weekly 
rate levels in the New York metro- 
politan area for women workers showed 
class A stenographers receive an aver- 
age of $44, class. B stenographers $38, 
general clerks $35, and clerks, typists, 
and file clerks on routine work between 
$30 and $32. After the underwriters, 
the next highest paying job for women 
in the industry was for section heads, 
who averaged $47 weekly. Women 
claims adjusters made an average of 
$43 a week. In general, the clerical 
wages show that the highest wages were 
in the middle Atlantic area followed 
closely by the Pacific coast, with the 


New England, Great Lakes and the 
middle west states in second place fol- 
lowed by the mountain states and the 
southeast paying the lowest salaries. 
The study excluded fraternals, miscel- 
laneous carriers such as state life in- 
surance funds, and companies which 
conduct a life insurance business as a 
minor part of their operations. 





Cahill, Miller to Speak 

“The Better Trained Life Insurance 
Representative” will be discussed at the 
first fall meeting of Life Managers & 
General Agents Assn. of Columbus. 
Speakers will be Daniel P. Cahill and 
Victor K. Miller of Purdue University. 








"748. others see us 


Bard Burns’ oft quoted rebuke to pride and 
vanity lies very close to our heart. The de- 
sire to “see ourselves as others see us” is one 
we are actually doing something about. We 
make periodic opinion stirveys among the 
general public, our employees, our policy- 
holders, and among the agents of competing 
companies to find out what they really think 


of us. 


These surveys are conducted by outside 
research organizations. No one interviewed 
is quoted by name. The questions asked in a 
survey of competing company agents, for 


and handicaps. 
The answers we receive to these pertinent 


example, cover such subjects as our man- 
agement and financial policies, advertising, 
news releases and annual report . . . our 
service to policyholders . . . our agents, our 
selling methods, and our sales advantages 


questions have always been enlightening. 


They have been of great benefit to us be- 


Our 2nd Century of Serice 


cause they point out ways and means to 
improve our service to our policyholders, 
and to increase our usefulness to the thou- 
sands of communities we serve. 


THE MUTUAL LIFE 
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Management Consultant Marks Pressing 


Need for Trained Exe 


Life insurance needs to focus atten- 
tion on developing executive personnel, 
Ewing W. Reilley of McKinsey & Co., 
management consultants, told the Life 
Office Management Assn. in session at 
Chicago. He said there is a pressing 
need for establishing a reserve of prom- 
ising younger executives to back up key 
positions. . 

An effective program of this sort in- 


cutive Reserves 


volves the analysis and planning of the 
company’s organization and future ex- 
ecutive needs, the specific requirements 
of each executive position, a replace- 
ment program, the caliber of current 
and future executive personnel and an 
immediate and long-range development 
program which will both provide new 
“blood and upgrade current personnel. 
Mr. Reilley cautioned that it should 
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be made clear that the purpose of the 
program is not to judge the employe 
coldly, but rather to come to understand 
him and aljust his own desires and abili- 
ties to the needs of the company. The 
goal is employe participation towards 
improvement of both himself and the 
company. 


Small Company Need Greater 


Executive development is equally ap- 
plicable to large and small companies; 
in fact, the need is probably greater in a 
small, rapidly developing company, he 
stated. It should be possible for a small 
company to develop good young men 
more rapidly because they have oppor- 
tunities to assume greater and more var- 
ied responsibilities. 

Top management can bring junior 
executives to more responsible positions 
by givng them opportunity to learn 


—== 


through doing. This can be accom. 
plished by greater delegation of author. 
ity, by moving a man from one job tg 
another to give him varied types of ex. 
perience, by decentralizing operations, 
and by assigning promising juniors to 
staff and “assistant to” assignments, 
Another method is by consultative man- 
agement, which gives subordinates a 
chance to participate in company man. 
agement and is an ideal way to develop 
and test potential executives. 


Mr. Reilley declared that certain 


forms of off-the-job training can also be . 


utilized to advantage. Men can study 
real or hypothetical business problems, 
take part in conferences and meetings, 
visit other companies, take correspon- 
dence courses, be encouraged to join 
professional societies and associations 
and to undertake reading courses, Mr, 
Reilley said. 








Columbus Mutual Battles 
Colds Among Employes 


The common cold is by far the 
greatest reason for employe absenteeism 
on account of ill- 
ness, Dr. Floyd 
M. Green of Co- 
lumbus Mutual 
Life told the Life 
Office Manage- 
ment Assn. in its 
annual conference 
at Chicago. There 
are probably three 
hundred million 
colds annually 
costing the nation 
at least a_ billion 
dollars per year in 
medical serv- 
ices, medicine, and 
lost time, he indicated. 

Because his company compels _ its 
employes to go to the treatment center 
at the first indication of a cold, Dr. 
Green declared his company at present 
has less than 1% absenteeism on ac- 
count of illness, Penicillin and sulfa 
aerosol treatments practically eliminate 
the secondary infections, and his com- 
pany has not had any bronchitis, sinus 
infections, otits media and mastoids as 
a result. 

“As this paper is being written, we 
are in the midst of some experiments 
which I value highly,” he said. “If our 
findings prove my suspicions, we will 
be able to show one half of 1% or less 
absenteeism on account of illness. Our 
experiments involve methods of freeing 
air in our building of all cold viruses, 
influenza, bacilli and all other harmful 
bacteria. If our experiments prove 
fruitful, it is our intention to attempt to 
sterilize the air in the sleeping rooms 
of our employes’ homes at a very nomi- 
nal cost to them.” 


To Give C.L.U. Courses 


C.L.U. review courses in preparation 
for the examinations next June will be 
given by Northwestern University, 
classes being at downtown Chicago lo- 
cations 4 to 5:30 p.m. Part A will be 
given Oct. 4-May 9 in room 1552 Field 
building Mondays. If two sections are 
necessary the other section will meet 
Tuesdays at the same hour. Part B 
Oct. 6-May 11 will meet in the directors’ 
room, third floor City National Bank 
building Wednesdays. Part C, Oct. 7- 
May 14, will meet in room 603 Austin 
building, 111 West Jackson boulevard 
Thursday and part D, Oct. 5-May 10, 
will meet there Tuesdays. The tuition 
fee is $45 for each part. Courses are 
under the direction of Howard E. 
Clarke, formerly divisional group sales 
manager of Metropolitan Life. 





Dr. Floyd M. Green 








Honors Employes’ Assn. 


Penn Mutual Life has placed a carved 
mahogany plaque in the corridor of the 
home office building in recognition of 
the 25th anniversary of the Penn Mu- 
tual Assn., organized by the home office 








employes. 


Understand Life Rather 
Than Mathematics—Brinton 


Successful life insurance selling was 
boiled down to understanding life and 
human relation- 
ships in the talk by 
Reed W. Brinton, 
New York Life, 
Salt Lake City, be- 
fore the annual 
meeting of the Mil- 
lion Dollar Round 
Table at French 
Lick, Ind. 

“It is almost im- 
possible to draw a 
word picture of life 
insurance as life in- 
surance to a _ lay 
person,” Mr. Brin- 
ton said. “The 
computations and calculations on which 
life insurance is based are most often 
intangible and indefinite and confusing 
to the average person. Except to the 
mathematically trained, they cannot be 
easily visualized. But you can draw a 
picture of bread on the table, coal in 
the bin, a roof overhead and well fed, 
contented children on their way to 
school.” 


R. W. Brinton 





Acacia Institutes Living 
Cost Allowance Plan 


WASHINGTON—About 1,000 Acacia 
Mutual employes will get a cost of 
living allowance equal to 10% of their 
first $300 monthly salary. Also, special 
lump-sum allowances of 5% of the first 
eight months’ salary up to $2,400 will 
be paid at the end of 1948 to employes 
whose service antedates Sept. 1. This 
program will add $113,000 to Acacia’s 
payroll this year and another $200,000 
if continued through 1949. 


Utley to Be ALC Speaker 
in Cunningham’s Spot 


Bill Cunningham of the Boston “Her- 
ald,’ who was scheduled to address the 
Oct. 7 luncheon of the American Life 
Convention meeting in Chicago had to 
cancel the engagement when it became 
apparent that at least part of the world’s 
series baseball game would be played in 
Boston. His place will be taken by 
Clifton Utley, commentator on radio 
station WMAQ, Chicago. 








Luncheon for Loan Men 


Twenty-one mortgage loan representa- 
tives of Manhattan Life, in New York 
for the convention of the Mortgage 
Bankers Assn, of America, attended the 
luncheon of the recently-formed New 
York chapter of the national association 
as guests of Thomas E. Lovejoy, Jr., 
1st vice-president and treasurer of Man- 
hattan Life and vice-president of the 
local chapter of the association. 


Postal Life has elected Henry W. 
Howell, Jr., vice-president and director 
of the real estate firm of Cushman & 
Wakefield, New York City, a trustee. 
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Mich. High Court 
Upholds Investment 


in Housing Projects 


LANSING, MICH.—The supreme 
court, by 6 to 2 has upheld as constitu- 
tional a new law permitting out-of-state 
life companies to invest in major hous- 
ing projects in this state. In a majority 
opinion written by Justice Butzel, John 
Hancock, which contemplates a huge 
project at Dearborn, was held to have 
the right to insist that Ford Motor Co. 
complete a deal for the property chosen 
as prospective site for an apartment 
house colony. 

The legislature this year passed an 
amendment to the insurance code spe- 
cifically authorizing life companies to 
own and operate housing projects in 
Michigan as a legitimate part of their 
franchise rights, providing such enter- 
prises are permitted under powers 
granted by their home states. The 
amendment was necessary because of a 
state constitutional bar to holding real 
estate by corporations for more than 10 
years if such property is not “actually 
occupied” by them in conduct of busi- 
ness. 

Based on Housing Shortage. 


The court took judicial notice of the 
critical housing shortage particularly in 
Wayne county (Detroit), and stated 
“derivative social implications thereof 
are a matter of public concern,” ob- 
viously requiring investment of large 
amounts of capital to alleviate the con- 
dition. “Needless to say,” the opinion 
stated, “such (insurance) corporations 
will hesitate to make such investments 
if the right to hold land for longer 
than a period of 10 years may be chal- 
lenged by the state.” 

The moot point in reconciling the 
law to the constitutional ban, the court 
found, lay in construction of the term 
“actual occupancy.” Since ownership 
and operation of a housing project was 
made a franchise right of licensed life 
companies under the insurance code by 
such legislation, the court majority 
found that the companies engaging in 
such an enterprise could, by a “reason- 
able and practical interpretation,” be 
deemed to be occupying the properties 
in the course of their business, acting 
through duly authorized agents. 


Action in 1947 Explained 


An effort to amend the constitution 
and extend the ownership right to cor- 
porations for a 30-year period was de- 
feated by the electorate in 1947 but the 
court declared this decision obviously 
was a rejection of a proposal to permit 
long-term ownership when land was not 
used by the owner-corporation in exer- 
cise of its franchise. This condition was 
held not to exist in the case of life 
company investments in housing proj- 
ects under the new law. 

A minority opinion, written by Justice 
Reid and concurred in by Justice 
Sharpe, merely held that the legislature 
lacked the right to alter the constitu- 
tion “to suit a supposed present neces- 
sity.” Proper method of attaining this 
end, it was maintained, was through a 
duly approved amendment to the con- 
stitution. 

The test suit was brought against the 
Ford Co. as a friendly action to pave 
the way for John Hancock’s project 
without fear of future litigation which 
might imperil the company’s investment. 
The Ford Co. had set up the case by 
balking at the sale on the ground the 
insurance company could not legally use 


- the property if it were acquired. 





Agents Vote to Strike 


By a vote of 108 to 2, Prudential in- 
dustrial agents authorized a_ strike 
against that company. They are mem- 
bers of Local 56, United Office & 
Professional Workers of America, 
Rochester. 


Life Companies 
Extend Mortgage 
Holdings by 20% 


The total mortgage debt in the 
United States increased by 27% during 
1947 to $44,069,054,006, according to 
Mortgage Bankers Assn. of America. 
Life companies, supplying 19% of the 
mortgage money, increased their hold- 
ings by 20% to a total of $8,500,000,000. 
‘Commercial banks supplied the largest 
volume, increasing their holdings by 
$3,600,000,000, or 62%. Savings and 
loan associations added 25%. The life 
insurance increase was _ $1,400,000,000. 
Mutual savings banks enlarged holdings 
by 10% as did fraternal societies and as- 
sociations. The gain of all private in- 
vestors was $7,282,803,507, 77% of the 
total mortgage debt increase. 

John C. Thompson, association presi- 
dent opined that another substantial 
increase this year can be expected. 

Banks and mutual savings banks con- 
tinued to supply most of the mortgage 
money in the U.S. Their holdings 
stood the end of the year at $14,286,346,- 
123 or 32% of the total. Individuals, 
mortgage companies, and other small 
lenders held 23%; savings and loan as- 
sociations 20%; life insurance companies 
19%, and fraternal societies less than 


1%. 

Total holdings of federal agencies 
continued to decline in 1947 as they have 
for the past few years. Their urban and 
farm mortgages stood at $1,833,566,454, 
which is 7% less than in 1946. 





Little Company Interest 
in Federal Reserve Move 


The life companies were not partic- 
ularly concerned over the increase in 
reserve requirements for banks an- 
nounced recently by the Federal Re- 
serve Board. There was a small drop in 
the sale price of governments as dealers 
anticipated the conversion by banks of 
some Treasury securities into cash to 
meet the higher reserve requirements. 

Some observers regarded the applica- 
tion of the higher reserve requirements 
as indicating that the government would 
not tamper with the pegs on govern- 
ments, although there has been consid- 
erable talk in financial circles, largely 
from the bank viewpoint, that this 
might slow the selling of governments 
by life companies, which are putting 
the money into higher yielding cor- 
porate and industrial securities, 


New Money in Corporate Securities 


One observer pointed out that even if 
the pegs were removed, the’ life com- 
panies are not apt to turn from better 
yielding issues, even though they would 
have to sell governments at less than 
they have been bringing. Anyway a 
lot of the money they are putting into 
corporate and industrial securities is 
new, not converted from other holdings. 

It was suggested by one man that the 
effect of the Federal Reserve Board 
action may be somewhat different than 
was intended. Some banks, in order to 
maintain their earnings, may step out 
and bid for 2% bonds with somewhat 
longer maturity, to replace short term 
stuff that is yielding less than 2%. Toa 
certain extent banks have been accumu- 
lating short term Treasury bills. 


Gird for St. Louis Meet 
on Minimum Benefits 


Commissioner Downey of California, 
chairman, has called a meeting of the 
subcommittee on minimum A. H. 
benefits of N.A.I.C. for Oct. 20-22 at St. 
Louis. The report of the industry com- 
mittee which has been working on mini- 
mum benefits will be heard. Headed by 
Frank Marryott, Liberty Mutual, the 
industry committee completed a state- 
ment of principles at a meeting in New 
York this week. 
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THE BENEFIT OF 
THE DOUBT... 


If doubt exists that cannot be 
removed, give the policy- 
holder the benefit of it. 


That is the rule which this 
Company has been following 
in the adjustment of claims 
from its very beginning. 


It means that we go beyond 
the legal obligations of the 
policy and take into account 
the moral obligations as well. 
It works. 
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Los Angeles Takes 
Important Place 
as Company Center 


Growth of Los Angeles into one of 
the most important life insurance cen- 
ters in the United States in terms of 
company home offices located here and 
volume of life insurance administered 
through them is shown by survey. 

More than $5 billion of life insurance 
is currently in force thorugh 11 com- 


panies domiciled there, according to the 
survey, which shows that only five 
other cities in the country exceed this 
volume ‘of home office transactions in 
the: life insurance field. 

More than $2% billion of life insur- 
ance on the lives of its policyholders in 
11 western states is, or shortly will be, 
administered by Prudential through its 
new western home office now building 
on Wilshire boulevard. 

Occidental Life of California, which 
recently bought, renovated and renamed 
the Chamber of Commerce building for 
its home office, now has nearly $1% bil- 
lion of life insurance in force, in addi- 
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tion to a substantial accident and sick- 
ness business. 

Pacific Mutual Life is approaching 
$900 million of life insurance in force. 
It also administers a large volume of 
accident and sickness business. 

Other life companies with home of- 
fices in greater Los Angeles are Golden 
State Mutual, Constitution Life, Guar- 
anty Union Life, Forest Lawn_ Life, 
Beneficial Standard Life, Pierce Insur- 
ance Co., Citizen’s Life & Casualty, and 
Unity Mutual Life & Accident. 

Total personnel employed by the lo- 
cal companies exceeds 3,500 persons, 
not counting additional thousands in the 
local general agencies and branch _of- 
fices of companies not domiciled in Los 
Angeles but operating there. 





Says Cashiers Should Plan 
for Future Conservation 


The importance of the agency cashier 
in conservation work was stressed _by 
J. L. Batchler, secretary Kansas City 
Life, in his talk before the life agency 
cashiers’ division of Chicago Life Un- 
derwriters Assn. He said there are 
signs on the horizon that the renewing 
of business is going to take considerably 
more thought than in the past and 
he said that now is the time for all 
good cashiers to start making plans for 
future conservation. While no _ one 
knows when and how the present infla- 
tionary spiral will end, nearly everyone 
agrees that it will end and it is then 
that “we must be ready to show what 
we can really do to prevent lapses,” he 
said. 

James Kohlerman, educational direc- 
tor of Life Office Management Assn., 
discussed the L.O.M.A. institute pro- 
gram as it relates to cashiers. 





“Loss of Time” Doesn't 
Apply After Death 


An accident policy covering “loss of 
time ” after the insured’s death, the fed- 
eral court in Montana has ruled in 
Aleksich Admx. vs. Mutual Benefit 
H. & The court relied on a deci- 
sion of the Montana supreme court in 
the same claim which stated that “from 
a careful consideration of the entire 
contract we are unable to find any 
agreement of indemnity against, or 
promise of reimbursement for death of 
the insured or for loss of time result- 
ing from death.” 





Connecticut Mutual Life held the fifth 
in a series of agency cashiers’ confer- 
ences at the home office last week. 
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Parkinson to Be 
Luncheon Speaker 
on LIAMA Program 


President Thomas I. Parkinson of 
Equitable Society will address the open- 
ing session of the 
annual meeting of 
L.I.A.M.A. Noy, 
10-12. Dudley 
Dowell, president 
of L.I.A.M.A. and 
vice - president of 
New York Life, 
will open the meet- 
ing with his presi- 
dential report. 

More than 500 
agency officers and 
presidents are ex- 
pected at the meet- 


ing. 

On Monday and 
Tuesday prior to the opening day’s ses- 
sion, 15 committees and the board of 
directors will hold meetings. Sched- 
uled for Monday are the following com- 
mittees: A. & H., Canadian companies, 
combination companies, companies un- 
der $150 million, compensation, and 
membership. 

Meetings on Tuesday will be: agency 
costs, education and training, field per- 
sonnel, public information, quality busi- 
ness, relations with universities, nom- 
inating, cooperation with other organ- 
izations, state representatives. Some 
committees will meet both days, while 
a few committees which held prior 
meetings will not convene again in Chi- 
cago. 


Business Session Monday 


Nov. 10 there will be duncheon at 
which there will be no speaker. In the 
afternoon there will be a business ses- 
sion. Officers who will report include 
John Marshall Holcombe, Jr., manag- 
ing director; Charles J. Zimmerman, 
associate managing director; Lewis W. 
S. Chapman, director of company rela- 
tions; E. J. Moorhead, actuary, and S. 
Rains Wallace, director of research. 

In the evening the traditional dinners 
of the combination companies group and 
the Canadian companies will be held. 
Guilford Dudley, vice-president of Life 
& Casualty, chairman of the combina- 
tion companies committee, will preside 
at that meeting, while J. A. McAllister, 
assistant general manager Sun Life 
of Canada, will be chairman of the Ca- 
nadian meeting. At the Canadian meet- 
ing Mr. Wallace will present the results 
of the Canadian recruiting study. 

William M. Dewey, president of the 
Edgewater Beach hotel, will be host to 
the meeting at a reception in the early 
evening. : 

The annual meeting committee will 
announce shortly the array of speakers 
and the program for the final two days 
of the meeting. Chairman of the com- 
mittee is Vincent S. Welch, vice-presi- 
dent, Equitable Society. Mr. Chapman 
is in general charge of arrangements for 
the meeting. 


Kelly Is New Deputy 
in South Carolina 


Robert Lee Kelly, who has been 
actuary-examiner in the South Carolina 
department, has been named deputy 
commissioner by Governor Thurmond 
to succeed D. D. Murphy. Mr. Murphy 
took over as commissioner following 
the resignation of L. G. Benjamin. 


Johnson Speaks in L. A. 


LOS ANGELES—President Holgar 
J. Johnson of Institute of Life Insur- 
ance, who is holding a series of 11 con- 
ferences in larger cities, conducted one 
on the work done by the Institute, its 
program for the future, and its plans 
for publicity. Company executives of 
all major California life insurance com- 
panies, representatives of general agen- 
cies and branch offices attended. 











Dudley Dowell 
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Insurers Won't Drop 
B. C. Group Cover 


TORONTO — To what extent will 
private insurers be affected by British 
Columbia’s new compulsory hospital in- 
surance scheme, which begins operations 
Jan. 1? Wild rumors are being set at 
rest to a large extent as the result of a 
statement issued by R. Leighton Foster, 
counsel of Canadian Life Officers Assn., 
which says: Sipst 

“While I cannot speak for the indi- 
vidual companies, I am satisfied that no 
foundation exists for the report that 
companies generally have decided to 
withdraw group policies from British 
Columbia. Many of these policies pro- 
vide weekly indemnity and other ben- 
efits in addition to hospital ben- 
efits. However, the government’s pam- 
phlet makes it clear that unlimited 
public ward hospital benefits provided 
by the government plan are being subsi- 
dized by amusement tax and other rev- 
enues and I think it follows inevitably 
that private companies as represented 
by the Blue Cross and insurance com- 
panies cannot possibly offer benefits 
equivalent to those provided by the gov- 
ernment plan at anything like the com- 
parable premium costs. 

“Therefore, it appears that all persons 
in British Columbia including employes 
presently covered by such group policies 
will be required and will find it to their 
advantage to register for the govern- 
ment plan. Under these circumstances, 
I think it must be assumed that some 
employers will wish to have their poli- 
cies amended to provide reimbursement 
for the excess cost of private and semi- 
private ward accommodation while other 
employers will wish to cancel out the 
hospital benefits in their existing poli- 
cies. Doubtless, interested employers 
will be discussing these matters with 
their insurance companies as the details 
of the government plan become more 
generally known.” 

While the government expects to 
take in some $10 million in family 
premium payments in the first year, this 
will not defray anticipated costs of the 
new insurance scheme. Single persons 
16 years and over will pay an annual 
premium of $15, the head of a family 
with one dependent $24, and for more 
dependents the limit per family has been 
set at $30. 





Des Moines Managers Name 
S. R. Fisher as President 


Sherry R. Fisher, Connecticut Mutual 
Life, has been elected president of Des 








SHERRY R. FISHER 


Moines General Agents & Managers 
Club. He succeeds E. H. Snow, Aetna 
Life. Kimball J. M. Cormack, North- 
western Mutual Life, was named vice- 
president and Harry Haskings, Jr., John 
Hancock, secretary. 


Supervisory Training Needs 
Research, Not Opinion 


There is too much opinion and not 
enough controlled research on methods, 
content and evaluation of supervisory 
training, Robert H. Arthur of Travelers 
declared at the ‘Life Office Management 
Assn. conference in Chicago. He said 
his company had felt the lack and is 
still not in a position to conduct its 
program so as to yield wholly mean- 
ingful data. 

“We subscribe completely to the need 
of remaining critical of available opin-. 
ion and data, and particularly of our 
Own viewpoints and efforts. Time and 
again it has been pointed out for us 
that despite all this concern over their 
untrained methods of supervision, all 
of our first-line supervisors have gone 
on producing,” he stated. 

Travelers regards its own program 
not merely as training but also as a 
highly effective pattern for communica- 
tion. They feel that a great advantage 
of the conference method, entirely aside 
from its training effects, lies in the basic 
contribution it can make toward co- 
operative management. 


Consulting Firm Is Now 
Coates, Herfurth, England 


The firm of Coates & Herfurth 
which, over the last 20 years thas de- 
veloped an outstanding reputation in 
the consulting actuarial field, announces 
a change in the firm name to Coates, 
Herfurth & England. This change rec- 
ognizes the long association of Arthur 
W. England with the firm. Mr. Eng- 
land has been in charge of the San 
Francisco office for some time and has 
been associated with the firm for about 
15 years. During this period, Mr. Eng- 
land ‘thas served as consultant to many 
life insurance companies, corporation, 
state, county and municipal retirement 
systems. 

G. Frank Waites, who has been as- 
sociated with the firm at San Francisco, 
is transferring his headquarters to Los 
Angeles. A third office of the new firm 
has been opened at Denver in the Ma- 
jestic building under the supervision of 
Carl E. Herfurth. 

Barrett N. Coates is on an extended 
leave of absence due to health. 


Joint Meeting at S. F. 


San Francisco Life Underwriters 
Assn. has arranged a special meeting 
‘Oct. 5 to hear Carrol M. Shanks, presi- 
dent of Prudential. Representatives of 
California Assn. of Insurance Agents, 
Insurance Brokers Exchange of Califor- 
nia and Society of Insurance Brokers, 
will participate in the meeting. 

Mr. Shanks’ subject is “Prospects for 
Insurance as an Industry.” 


Owen Treats Revenue Act 


Anderson A. Owen, Hopkins, Sutter, 
Halls, De Wolfe & Owen, will speak 
on “The 1948 Revenue Act” at the first 
meeting of Chicago Life Insurance and 
Trust Council Oct. 15, at the La Salle 
hotel. Louis W. Fischer, American 
National Bank and Trust ‘Co., is pro- 
gram chairman. Walter N. Hiller, Penn 
Mutual, Stumes & Loeb, will preside. 











Office Managers Convene 


The annual meeting of the office man- 
agement division of American Manage- 
ment Assn, will be held in New York 
Oct. 26-27. Among the speakers will 
be E. H. Conarroe, manager policyhold- 
ers service bureau Metropolitan Life 
and Harry J. Volk, vice-president of 
Prudential at Los Angeles. 


Detroit & Windsor Cashiers Elect 


Life Agency Cashiers Assn. of Detroit- 
Windsor has elected as_ president, 
Thelma von Barandy, Mutual Trust 
Life; vice-president, Frank L. Lakin, 
Lincoln National; secretary, May Terry, 
‘Occidental » Life; treasurer, Dorothy 
Prokopp, Prudential. 








Penn Mutual Issues New 
Version of Training Plan 


Penn Mutual has published a new edi- 
tion of its induction training course, 
called “Organized Life Insurance Sell- 
ing.” The previous edition, turned out 
in 1934, was in twelve separate booklets. 
In the new edition they are all together 
in one loose-leaf binder with index tabs. 
This book was edited and mostly writ- 
ten by E. Paul Huttinger, 2nd_ vice- 
president and head of the training pro- 
gram. 


Various sections cover the founda- 


tions of life insurance, prospecting, 
needs, a technical study of the different 
policy forms, the organized sales talk, 
motivation, the rate-book, answers to 
objections, initiative and self-reliance. 


Stone Leads Mutual 


H. Gregg Stone, Cleveland, led Mu- 
tual Life in volume of insurance for 
August. Louis Meister, Hartford, was 
second in volume, and William E. 
Stanley, Charlotte, N. C., was third. 

Leader in number of paid applications 
was Adrian Fisch, St. Paul; Max E. 
Robkin, Atlanta, was second. 























“Pardon my persistence, but the time for you to take out this 
policy is NOW, while yowre making good money!” 


Bankerslifemen Know How to 
Stick With Prospects 


There is no record of a Bankerslifeman riding behind the 
saddle to stick with a prospect. However, the picture above 


does illustrate a point. 


The typical Bankerslifeman feels a real responsibility to- 
ward his prospects and will make every reasonable effort to see 
that they provide the protection and plan the savings that they 
should. He has developed this sense of responsibility through- 
out his whole experience with the company. From his earliest 
days in his agency office he has been thoroughly trained and 
supervised. He has studied a course of lessons under the direc- 
tion of the Home Office and has applied what he has learned 


through periods in the field. 


This quality of responsibility is just one of the characteristics 


of a Bankerslifeman learned through study and experience. You 
will find the typical Bankerslifeman is the type of life under- 
writer you like to know as a friend, fellow worker or competitor. 
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Banker Emphasizes Value of 
Training for New Workers 


A specialized training division for 
new employes can save money for com- 
panies faced by continuously changing 
personnel, MacHenry Schafer told the 
25th annual conference of the Life Of- 
fice Management Assn., at Chicago. He 
is second vice-president of the Northern 
Trust Co., Chicago, and described the 
combined on-the-job and school-room 
training work of his organization. 

Employers must show interest if em- 
ployes are to be well-adjusted to the 
work situation. This is especially true 
of the younger group that is apt to be 
infected with the “I don’t care” phi- 
losophy that the emotion-stirring war 
situation and the recent years’ political 
thinking have bred, Mr. Schafer de- 
clared. 

The need for obtaining career girl 
messenger and page service gave rise 
in his firm to a separate training di- 
vision in which youngsters spend from 
two to four hours in the classroom and 
the rest of the time on various floor 
duties. Starting with simple orienta- 
tion classes in 1940 to familiarize new- 
comers with the banking business, the 
project has grown to include adding 
machine, typing, shorthand, spelling and 
remedial grammar, proof machine, 
Burroughs bookkeeping, Ediphone and 
other instruction as needs have risen. 

In addition to the trainees, many 
people from other departments who are 
interested in improving their skill at- 
tend class regularly. Sometimes, Mr. 
Schafer explained, by improving a latent 


skill the employe can be upgraded as 
openings occur. 

Supervisory training is the responsi- 
bility of the personnel department and 
the senior members of the staff. Ori- 
entation and training of college men is 
another field reserved for the senior 
members of the staff, ‘he said. 





Pooley to Des Moines 


Irwin C. Pooley of Sioux Falls has 
been appointed mortgage loan agent 
at Des Moines for Northwestern Mu- 
tual Life. He succeeds Frank C. 
Jones, loan agent there since 1938, who 
will retire and move to California. 


Uebele Chicago C.L.U. Head 


Loyd Uebele, Northwestern Mutual, 
has been named president of the Chi- 
cago C.L.U. chapter to succeed Carl E. 
Lindstrom, assistant manager of Trav- 
elers, who becomes Travelers’ manager 
at Peoria. 


Huebner to Officiate in N. Y. 


Dr. S. S. Huebner of the University 
of Pennsylvania will officiate at the New 
York C. L. U. luncheon at the Hotel 
Martinique Oct. 21. Certificates of ap- 
preciation will be presented to the 18 
past presidents of the chapter. 


Robinson Wichita Speaker 

The Wichita General Agents & Man- 
agers opened the year with a luncheon 
Sept. 20, with C. Robinson, vice- 
president of Columbian National, as 
speaker. 
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Williams Tells Economic 
Place of Industrial 


NEW ORLEANS—Every segment 
of the industry must recognize today, 
more than ever before, the importance 
of placing small amounts of insurance 
(industrial weekly and monthly) on the 
lives of the great mass of wage earners 
and their families, Martin B. Williams 
of Richmond, executive director of Life 
Insurers Conference, said in addressing 
the annual meeting of Louisiana Insur- 
ers Conference. 

“Industrial life insurance,” he said, 
“provides the opportunity for the aver- 
age wage earner to purchase, over a 
period of years, several small policies 
which in the aggregate develop ade- 
quate coverage for the family. In the 
past there may have been practices that 
were questionable. Much industrial in- 
surance today differs from ordinary 
only in size of policy, frequency of 
premium payment, and method of ad- 
ministration.. 

“The ordinary agent must understand 
that through the daily servicing of a 
debit by the industrial agent, millions 
have been educated on the values of 
life insurance. Many of today’s largest 
ordinary policy owners made their first 
contact with life insurance through the 
purchase of an industrial policy. 

“Life insurance is a great pattern and 
each integral part has its economic ne- 
cessity. 

“The industrial agent knows the 
family problems, and becomes a friend 
and counselor, and a vital part of the 
community. 

“Criticisms which may be directed 
at the industry from time to time 
can only be answered by doing such 
an outstanding job that no one could 
possibly conceive of its being done bet- 
ter by any plan or government.” 

Other speakers included Edley Hix- 
son, president of the Louisiana confer- 
ence; H. A. Winters, Lincoln National 
Life, on “What Is Reinsurance?” and 
rag G. Zelle, president Missouri Ins. 

oO. 


Becker Tells His Policies 


SEATTLE — Fred C. Becker, who 
won the primary for nomination as in- 
surance commissioner on the Republican 
ticket, spoke at a luncheon recently of 
the Life Agency Managers. He told of 
his campaign and the policies he will 
have if elected. 


Schedule Regional Meetings 


The Chicago Life Underwriters Assn. 
has arranged regional meetings for the 
following dates: South Side, Oct. 19, 
Hotel Shoreland; West Side, Oct. 20, 
Graemere hotel, and North Side, Oct. 
21, Belden-Stratford hotel. All sessions 
are scheduled for 2 to 4:15 p.m. 








Cal. Hearing on Valuations 


LOS ANGEL ES—Commissioner 
Downey has sent copies of a proposed 
ruling governing valuation of properties 
and securities in 1948 annual statements, 
and will hold a hearing at San Fran- 
cisco Oct. 15. 





Wood Names Templeton 


W. Halsey Wood, manager of the 
Hempstead office of Equitable Society, 
has appointed Earl D. Templeton dis- 
trict manager at Riverhead, L. I. Mr. 
Templeton formerly was in the bank- 
ing field. 


Seek Few Ind. Law Changes 


INDIANAPOLIS—Only minor and 
technical changes will be suggested to 
the 1949 legislature by a commission 
which has made a study of the Indiana 
insurance law and its amendments. 
Commissioner Pearson says Indiana has 
“one of the best and most modern 
codes” of its type in the country. The 
Indiana University insurance depart- 
ment did most of the research for the 
commission. 





Referred Lead Plan Helps 
Phila. Agent Make Sales 


John M. Schreier of the Drury agency 
of Sun Life of Canada at Philadelphia 
has a system of getting referred leads 
which has performed very well for him. 


The client fills in the name of his best 
friend in the first space in the memoran- 
dum and the client signs his own name 
in the second space. Underneath this is 
the following text: 

“T have recommended you to John M, 
Schreier because I feel that you own 
life insurance and can be benefited by 
his planned security service. He will 
phone you for an appointment.” 

He then gets the address of the re- 
ferred lead and mails out the memoran- 
dum. He keeps a copy on file for a 
short while until he has time to make an 
appointment, and he tries to maintain a 
list of five or ten. He phones while 
the memorandum is still fresh in the 
mind of the person and asks for an ap- 
pointment. 

Frequently he is able to perform some 
service or a small program assignment 
and has built up a lot of good will. 

The referred lead sometimes gives 
him the name of others he can call on. 
When he is able to do a service for any 
one of them the person who originally 
gave him the reference feels that he has 
helped his friend and does not hesitate 
to give him additional names. 





Honor Maccabees’ Report 


Maccabees’ financial report, entitled 
“Statement of Progress,” won recogni- 
tion in competition with financial re- 
ports submitted to Detroit Trust Com- 
pany in an annual contest participated 
in by Michigan corporations. The re- 
ports were considered by 10 independ- 
ent judges, especially on the basis of 
clarity and public appeal. 

Maccabees is the only fraternal which 
has been recognized by the trust com- 
pany by invitation to take part in the 
contest. 





L. A. Supervisors Elect 


Los Angeles Life Agency Supervisors 
Assn. has elected as president Ralph 
Fischer, Northwestern Mutual;  vice- 
president, Robert Ogden, Occidental 
Life; secretary, Robert L. Woods, Mas- 
sachusetts Mutual. 


Dunbar Life Promotes Two 


Wendell Erwin has been appointed 
agency assistant of Dunbar Life, Cleve- 
land. He will supervise agencies in 
northern Ohio, where the company has 
offices in Akron, Youngstown, Toledo 
and Cleveland. Other territory in this 
area will be developed by Mr. Erwin. 
Prior to his appointement he was man- 
ager of the Cleveland district. 

Otis E. DeMouy who has been as- 
sistant manager of the Cleveland dis- 
trict will succeed Mr. Erwin, as man- 
ager. He is a native of New Orleans, 
and a graduate of Lutheran College, 
Greensboro, N. C. 


Cal.-Western Applies in N. J. 


‘California-Western States Life is ap- 
plying for admission to New Jersey. It 
is one of the largest writers of disabil- 
ity benefits operating under the Califor- 
nia unemployment compensation disabil- 
ity law, with premiums running to $4 
million a years. The New Jersey tem- 
caer disability law becomes effective 

an. 1. 


Eye Debtor’s Insurance 


“Is the cash surrender value of a debt- 
or’s life insurance an asset of the busi- 
ness?” was discussed at a conference of 
secretary-managers of the credit associa- 
tions of the country, affiliated with Na- 
tional Assn. of Credit Men at St. Louis. 
The discussion was led by H. M. Oliver 
of Pittsburgh Assn. of Credit Men, 
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Says Marital Deduction 


Promotes Business Cover 
(CONTINUED FROM PAGE 3) 
erence to a proposed federal tax change 
that would have given an estate tax ex- 
emption for life insurance purchased to 
pay federal estate taxes. Mr. Maduro 
said that life insurance men are missing 
the significance of the marital deduction 
in this connection merely because it ap- 
plies to any type of property and not 

just to life insurance. 

Mr. Maduro also dealt with most of 
the points he took up in his talk before 
the Million Dollar Round Table meet- 
ing which was reported in last week’s 
issue and in which he urged the immedi- 
ate revisions of estates to take advantage 
of the marital deduction where it could 
be applied and warned against using any 
provisions that are not as thoroughly 
safe as it is possible to draw them. As 
at the M. D. R. T. meeting, he particu- 
larly warned against the type of provi- 
sion, quite generally regarded as safe, 
which says that the proceeds are to go 
to beneficiaries specified by the insured 
in the event the wife fails to exercise her 
right to revoke this designation. He 
recommended that this objective be 
achieved by a provision stating that the 
proceeds shall go to the wife but that 
in the event she fails to exercise her 
power to say who shall receive them 
when she dies they shall go to the chil- 
dren or whoever else may be designated. 


Should Include Adopted Children 


Mr. Maduro repeatedly emphasized 
that his recommendations were strictly 
as of the present, in the absence of reg- 
ulations from the Treasury department 
and court decisions covering the rulings, 
He said that future developments might 
prove him to have been needlessly con- 
servative but he felt that what he is rec- 
ommending is the only safe course for 
the present, even though it may involve 
much extra work when the marital de- 
duction regulations are issued. 

Mr. Maduro also warned that the 
agent who lets his clients wait until the 
rulings come down or permits the use 
of a provision that is less than 100% 
sure to qualify for the marital deduc- 
tion is likely to suffer a damaging loss 
of prestige when the news gets around 
that a deceased client’s family has thou- 
sands of dollars less net estate that it 
could have had by qualifying for the 
marital deduction. 

Taking up the need of appointing 
guardians in case both parents should 
die, Mr. Maduro recommended life in- 
surance that would be paid to the guar- 
dians over a 20-year period to enable 
them to meet the added costs of raising 
the orphans. He emphasized that this 
should not be payable to the guardians 
or trustees but should be without 
strings, thereby eliminating the nuisance 
of having to account for every penny. 

Another recommendation was that 
clients be reminded that many insurance 
contracts do not provide for proceeds 
being shared among adopted children, 
even though they would wish this done. 
It can be accomplished by specifically 
stating that adopted children are to be 
on the same basis as natural children. 

Another type of situation with which 
Mr. Maduro dealt concerned business 
insurance. Very often one partner is 
the brains of the organization and the 
other one contributes so little that the 
business could just as well get along 
without him. In many such situations 
there is no sense in insuring the life of 
the stupid partner but it is very much 
to the interest of the latter, or his widow, 
if he should die, to insure the life of the 
man on whom the business depends. Mr. 
Maduro told of one such case where the 
stupid partner refused to insure but 
after he died the widow was persuaded 
to insure the surviving partner as a sort 
of dividend insurance. 


Gunderson Western Nat'l V.-P. 


Leonard M. Gunderson has_ been 
elected vice-president and agency direc- 
tor of Western National Life of Ama- 
rillo. He has been with Great Southern 
Life as district manager in Amarillo. 





Painstaking Planning Key 
to Campbell’s No. 1 Rank 


(CONTINUED FROM PAGE 9) 


ment and works to achieve what he 
himself has agreed is a reasonable re- 
quirement. 

One of the by-products is that the 
copies of the annual plan measured 
against the results achieved provide an 
agency history which is extremely valu- 
able for management guidance and for 
recruiting purposes. The kind of men 
who will make a success are attracted 
to an agency which can show that it 
knows what it is doing and why and 
that while its demands without analysis 
may appear exorbitant, they are in 
reality reasonable when measured by 
understandable standards. Thus the 
agency plan book becomes the most ef- 
fective recruiting tool in the agency. 

The plan also serves to keep the 
manager’s mind on management plans. 
He can spot instantly where any part 
of the organization is weak in meeting 
its plan requirements as of any given 
date. 


Carries Idea to Each Agent 


An essential part of the plan is that 
it carries the whole idea of planning 
down to the individual agent and makes 
him acquainted with the fact that he 
is going to have good administrative 
assistance and good production assist- 
ance. The assistant manager is a pro- 
duction man and to him is assigned the 
job of helping the men in the field. The 
administrators do not take part in that 
work. In some agencies an attempt 
is made to combine the work of these 
two men but seldom is it possible to 
find a man well suited to both positions. 

The greatest thrill in operation of 
the plan comes to the manager himself 
who has the satisfaction of seeing that 
careful analysis and the systematic 
setting up of reasonable standards of 
measurement for making agency deci- 
sions operate to make his agency a 
successfully growing one with the mini- 
mum expenditure of energy in adminis- 
tration once the plan is under way. 


Humphrey Agency Has 
Estate Planning Session 


Estate planning and business insur- 
ance were the subjects of the day-long 
session of talks and demonstrations at 
the annual meeting of the H. Horton 
Humphrey agency of Aetna Life at 
Newark. 

R. B. Coolidge, vice-president, spoke 
on “Looking Ahead”; R. P. Fuchs and 
J. F. Euler, agency assistants from the 
home office training school, gave a dem- 
onstration of a first interview on an 
estate control plan; Carl W. Eagle, 
agency assistant, developed the tax 
background of an estate control plan; 
Messrs. Euler, Fuchs, and Eagle, 
dramatized a first interview in the sale 
of business insurance; and David P. 
Faxon, Camden agent and top producer 
for the agency and company talked on 
“Telling the Whole Story.” 


Changes on “Spectator” 


William H. Hackett, managing edi- 
tor of the property edition of the “Spec- 
tator,” is resigning to go with Ameri- 
can of Newark as associate director of 
public relations. He has been with the 
Spectator since 1946, joining as associ- 
ate editor. He served in the army 
1942-1946. 

Kenneth L. M. Rockwell has gone 
with “Spectator” as associate editor. 


Issues Booklet on Quality 


L.I.A.M.A. has published a _ booklet 
entitled “Profitable Selling,” designed 
to help the new or established agent im- 
prove the quality of his business. It is 
written by Richard N. Ford, assistant 
director in charge of publications and 
is a complete revision of an earlier work 
by Mr. Ford. It was distributed to mem- 
ber companies and their representatives 
with the September issue of “Manager’s 
Handbook.” 








Group Insurers Can Track 
Occupational Diseases 


Ashley St. Clair, counsel of Liberty 
Mutual, in addressing the insurance sec- 
tion of the American Bar Assn., de- 
clared that on a great many industrial 
risks, group life insurers, group disabil- 
ity carriers and workmen’s compensation 
insurers should be working out coopera- 
tive research programs to ferret out 
unsuspected occupational diseases. He 
said that it is certain that statistics 
prepared from the experience of life 
and disability companies will disclose 
many occupational diseases which are 
not now recognized. As an example of 
such desirable cooperation, Mr. St. Clair 
said that in a recent study and discovery 
of the high incidence of lung cancer 
among workers in chromium plants, the 
doctors hired by the industry were 
aided by doctors representing Metro- 
politan Life, which carried group poli- 
cies on several chromate plants. 





Capitol Life in Conference 


Capitol Life of Denver has become a 
member of H. & A. Underwriters Con- 
ference. G. A. L’Estrange, who is now 
vice-president and agency director of 
that company is a member of the con- 
ference executive committee. 


Insurer Liable for Delay 
in Acting on Application 


The California district court of ap- 
peal, fourth district, reversing the trial 
court, has held in Smith vs. Minnesota 
Mutual that a company which negli- 
gently fails either to accept or reject 
a life insurance application is liable to 
the applicant’s estate. The company 
denied liability under a $10,000 appli- 
cation but the applicant’s wife, who was 
also the beneficiary contended that fail- 
ure t act on the case during the several 
months between the signing of the ap- 
plication and the applicant’s death con- 
stituted negligence for which she should 
be compensated in the amount of in- 
surance applied for. The main point in 
the case was whether the claim was of 
a type that would die with the appli- 
cant or would pass over to his estate. 


Beers Talks in New York 

“Creating Confidence in the Selling 
Process” was discussed by William H. 
Beers at a meeting of the Lee Nashem 
agency of Mutual Benefit Life, New 
York City. Mr. Beers, associate general 
agent of New England Mutual Life at 
Rochester, N. Y., and retired agency 
manager, is still a leader in his agency. 
In the past three months he has paid 
for $225,000 of personal business. 
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RETURN 
PREMIUM 


Policies provide for 
full coverage begin- 
ning at age 15. The 
death benefit prior to 
age 15 is the premiums 
paid with interest thereon 
compounded at the rate of 
24% per annum. 
Policies Available—Life Paid- 
up at 50, 20 pay Life, 20 Pay 
















at 18—Cash Benefit. 


Complete information concerning 
the BERKSHIRE’S JUVENILE 
POLICIES will be furnished upon 
request. 


if you are a full time Agent of anycompany 
w icit your surplus business only. 


HARRISON L. AMBER, President 





Theres LIFE iz the BERKSHIRE 


JUVENILE INSURANCE 


cies is outstanding in the Juvenile Market today. 
ULTIMATE AT AGE 1 and RETURN PREMIUM PLANS issued on. the 
lives of children from ONE DAY to 14 Years of Age. 


from date of issue except for 
those written under six months of 

age where the coverage for the first 
policy year is at the rate of $250 for 
each $1000 Sum Insured. 
Policies Available—Endowment at 85, 
Life Paid-up at 50, 30 Pay Life, 20 Pay 
Life, 20 Pay Endowment at 65, 20 

Year Endowment, 15 Year Endow- 
ment and Endowment at 18. 


Endowment at 65, 20 Pay Life— 
Cash Benefit and Life Paid-up 







LIFE INSURANCE COMPANY 


INCORPORATED 1851 
PITTSFIELD, MASS. GENERAL AGENT 


The Berkshire’s Port- 
folio of Juvenile Poli- 






ULTIMATE 
AT AGE 1* 
Policies provide full coverage 





















*Available in New York State at Ages 
5 to 14 inclusive. 







PAYOR 
BENEFITS 


Payable to age 25 of the 
insured child. Payor Death 

only and Payor Death or 
Disability Provisions. 





















ASK ANY 
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Making Surplus Interest Appreciated 


For many years life company execu- 
tives have appreciated the value of an 
ascending dividend scale as a factor in 
policyholders’ persistency and good-will 
even where plain mathematics might in 
some situations have indicated a descend- 
ing scale. However, not much thought 
has been given to the effect on bene- 
ficiaries under installment options who 
receive diminishing income checks be- 

. cause the surplus interest element grad- 
ually declines as the amount of princi- 
pal grows smaller. Beneficiaries are 
likely to forget that part of each check 
is actually a bonus over and above the 
contract obligation and instead of feel- 
ing gratified that they are getting this 
bonus they are quite apt to feel sorry 
for themselves because they are getting 
less than they formerly did. 

Because this situation applies to vir- 
tually every life company, there should 
be widespread interest in what Union 
Central Life is doing to offset this neg- 
ative reaction, Taking the very logical 
stand that the payment of something 
over and above the contract guarantee 
should certainly never be allowed to 
produce a negative effect, Union Cen- 
tral set out to devise a method of pay- 
ment designed to make the beneficiary 
conscious of receiving more than was 
to be expected rather than less. Regu- 
lar installment checks will be mailed 
for the exact amounts quoted in the 


rate book. At the end of each year a 
special surplus interest check will be 
drawn for the entire previous year and 
this check will be sent to the agency 
covering the territory where the bene- 
ficiary resides. From there the check 
can be delivered by mail or by an agent, 
as the circumstances seem to warrant. 

The beneficiary gets regular install- 
ment payments of unvarying amount 
just as the settlement agreement pro- 
vides. Then, at the end of the year she 
gets an extra check which makes it clear 
that she is getting something beyond 
what the company is obligated to pay. 
Union Ceneral feels that good-will, 
which is seldom stimulated by the old 
method of surplus interest distribution, 
is certain to result from the new method 
which gives separate emphasis to the 
extra payment. The company is also 
mindful of the opportunity afforded the 
agent to deliver the check in person for 
even if the beneficiary is not in a posi- 
tion to buy additional insurance, though 
it has been found that many are, a pleas- 
ant interview with a grateful beneficiary 
is stimulating to the agent and when 
properly cultivated most beneficiaries 
can be excellent centers of influence for 
obtaining new prospects. 

Union Central’s system appears to 
have many good points and is deserving 
of study by other companies as a solu- 
tion to the problem. 


Keep Congressional Contacts Strong 


Ordeal by travel seems to be the ac- 
cepted fate of presidents of the National 
Assn. of Life Underwriters and it is of 
course desirable from the association’s 
viewpoint as well as that of the local 
associations throughout the country that 
their national president speak before 
and mingle with as many of the mem- 
bers as is practicable for him. This 
cements relationships and promotes in- 
terest in local, state and national asso- 
ciation activities in an important way. 

This is particularly true in the case 
of the new N.A.L.U. president, Clif- 
ford H. Orr, National Life of Vermont, 
Philadelphia, for he has been a key 
figure in the vital subject of agent edu- 
cation, both in the C.L.U. movement 
and the newer Life Underwriter Training 
Council. In his talks around the coun- 
try, with his double-barreled prestige as 
N.A.L.U. president and champion of the 
cause of education he is in a position 
to do a unique job of promoting the 


cause of education and training among 
the field forces. 

But while Mr. Orr’s presidential 
peregrinations during the ensuing year, 
even though tough on him and Mrs. 
Orr, will be a fine thing for the local 
and national associations, it will be a 
different story a year from now when 
the present vice-president, Judd Benson, 
Union Central, Cincinnati, becomes 
president of N.A.L.U. As chairman of 
the N.A-L.U. federal law and legisla- 
tion committee he has mastered the in- 
tricacies of numerous complex situa- 
tions that are of vital interest to the 
agents. He has established friendly con- 
tacts with many important figures in 
Congress and in the government admin- 
istrative departments. Presumably he 
will continue in this highly essential 
work and during the process he will 
make himself even more indispensable. 

But no matter how much is accom- 
plished during the next 12 months, it is 


obvious that there is still going to be 
plenty in the Washington picture for 
the agents to be interested in when Mr. 
Benson steps up to the top position. 

Even though someone else should be 
appointed federal law and _ legislation 
chairman so as to ease the load on Mr. 
Benson the N.A.L.U. could hardly af- 
ford to let the present chairman with- 
draw from the legislative picture, no 
matter how brilliant and hard-working 
a successor might be found. 

The big point is this: Can the Na- 
tional association afford to invade the 
available time and energies of Mr. Ben- 
son for the usual type of presidential 
speech-making tour when they are so 
urgently needed on the federal legis- 
lation front? After all, Mr. Benson is 
the head of a busy agency and there is 
necessarily a limit to the time he can 
give to association activities, no matter 
how generous his impulses may be. No 
matter how great his avidity for work, 
the 12 months beginning a year from 
now are going to be a _ tremendous 
strain on Mr. Benson if he has to take 
on the usual full schedule of work, 
travel, and speech-making that are the 
normal lot of an N.A.L.U. president. 

It is not too early to begin thinking 
about this and, if need be, selling the 
idea to the local associations that a 


less strenuous itinerary should be ex. 
pected when Mr. Benson takes the helm, 
This in itself will take time and some 
diplomacy, for associations that are ac- 
customed to a visit from the president 
during his term of office may not take 
kindly to his failure to include them in 
an abbreviated circuit. 

Unlike the education and _ training 
program, the work of the N.A.L.U. fed- 
eral law and legislation program is not 
something that can be greatly fur- 
thered by speeches to local associations, 
What the federal law and legislation 
committee may be conferring about with 
Senators, Representatives and others in 
Washington might be interesting to 
local association members but such dis- 
closures at a tentative stage might very 
well mean the frustration of the ob- 
jectives being sought. 

For the same reason agents generally 
may fail to appreciate the tremendous 
amount of work that the federal law 
and legislation committee must do if 
it is to be effective. Even so, it seems 
obviously the part of wisdom to let Mr, 
Benson, when he becomes president, 
give top priority to his federal law and 
legislation work and cut down his presi- 
dential speech-making to whatever ex- 
tent is necessary to avoid putting him- 
self under an impossible strain. 








PERSONAL SIDE OF THE BUSINESS 





Last week Robert E. Dineen marked 
his fifth anniversary as insurance super- 
intendent of New York. 

A. G. Green, general agent in Grand 
Rapids for Lincoln National, was hon- 
ored at a banquet on his 20th anniver- 
sary with his company. The banquet 
marked the close of a six-week agency 
contest conducted for Mr. Green. Mr. 
Green entered the business in 1908 on 
graduation from Syracuse University 
and has sold nine $1,000,000 cases. 

J. N. McLean, general agent at Jack- 
son, Miss., is celebrating his 35th ahni- 
versary with Penn Mutual. He has been 
a general agent since 1928. He is a life 
member of the Million Dollar Round 
Table. 


William H. Mountcastle, John Han- 
cock, Honolulu,” will be on hand at 
Lansing when the University of Hawaii 
football team plays Michigan State. Mr. 
Mountcastle is president of the uni- 
versity’s alumni association. He attended 
the recent meetings of the /National 
Assn. of Life Underwriters at St. Louis 
and the Million Dollar Round Table 
at French Lick. 

C. C. VanPatten, treasurer of Security 
Mutual Life, has been named a director 
of the Binghamton, N. Y., Chamber of 
Commerce. He succeeds Frederick D. 
Russell, president of Security Mutual. 


John W. Woudenberg, Union Central, 
San Francisco, recently was on the radio, 
via transcription, with President Ron- 
ald Briggs of the Pacific School of Re- 
ligion in a program marking the 15th 
anniversary of “religious education em- 


phasis week.” Mr. Woudenberg, in ad- 
dition to selling life insurance, is a pro- 
fessional football player with the San 
Francisco Forty-Niners. 


One of the features of the convention 
of the Mortgage Bankers Assn. in New 
York ‘City was the maple syrup break- 
fast at which L, Douglas Meredith, ex- 
ecutive vice-president of National "Life 
of Vermont and chairman of its finance 
committee, was host. About 150 mort- 
gage bankers attended and consumed 
with relish great quantities of wheat 
cakes, maple Syrup and sausage. A. C. 
Pond, loan inspector; R. C. Limber, 
director of investment research, and 
Peter Guiliani, agreed attended from 
the National Life home office. C. H. 
Orr, Philadelphia general agent and 
president of the National Assn. of Life 
Underwriters; Fred Fern, Newark gen- 
eral agent, and W. H. Bender, Jr., New 
York City general agent, were on hand. 
Mr. Meredith commented that his com- 
pany was committing itself to about 
three times as many mortgage pur- 
chases for 1949 as in 1948. 

Frank L. Cary, agent of Lincoln Na- 
tional Life in Minneapolis, widely known 
as “Bozo the Clown,” was the subject 
of an extensive article in the rotogravure 
section of the Minneapolis “Sunday 
Tribune” recently. 


President Carrol M. Shanks of Pru- 
dential has been on a business trip to 
the west coast, including California and 
the Pacific northwest. At Spokane he 
expressed the opinion that operations of 
industry, trade and finance in the west- 
ern states can no longer be confined to 
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branch office service by national con- 
cerns but the west must be operated as 
the west. He predicted that during the 
next few decades there will be a tre- 
mendous shift to western states. Trav- 
eling with Mr. Shanks were Harry J 
Volk, vice-president in charge of Pru- 
dential operations at the new western 
home office; Gerald A. Eubank, man- 
ager at New York City and Harry O. 
Duque, counsel for the western home 
office. 


J. A. Scott and D. G. Morse, indus- 
trial managers at Gary, Ind., and Wil- 
mington, Del., respectively, have com- 
pleted 35 years with Prudential. 


Alfred Weil, special agent of North- 
western Mutual Life in the Krueger & 
Davidson agency at New York City, 
still an active producer at 73, is be- 
lieved to be the oldest candidate ever to 
receive the C.L.U. designation. Mr. 
Weil has 37 active years in life insur- 
ance and several years ago decided to 
secure formal recognition of what has 
been a lifetime professional attitude to- 
ward the business by taking up the 
course and passing the entire. examina- 
tion. 

J. Harold Jackson, group supervisor 
of the W. H. Masterson agency at New- 
ark of Equitable Society, was tendered 
a luncheon in honor of his 25th anni- 
versary with the company. 


Harry J. Volk, vice-president in charge 
of Prudential’s western home office at 
Los Angeles, is a member of the plan- 
ning council of the office management 
division of the American Management 
Assn., which is arranging for the pro- 
gram of the division to be put on at 
Hotel Pennsylvania, New York City, 
Oct. 26-27. — 


S. B. Love, for many years manager 
at Richmond of Mutual Life, now living 
in retirement at Charlottesville, has be- 
come a great-grandfather for the fourth 
time. 








DEATHS 


Ted Lochmann, 44, general agent at 
Charlotte, N. C., of Shenandoah Life 
for 10 years, died there. Home office 
officials attending his funeral were Paul 
C. Buford, president, and Nelson Dick- 
inson, director of agencies. 

I. N. Thomas, 61, district manager at 
Asheville, N. C., of Home Security Life, 
died there. He had been with the com- 
pany 30 years. 

Joseph M. Shoemaker, 61, investment 
vice-president of Fidelity Mutual Life, 
died following a brief illness. He had 
been with the company for 17 years. 
He was a graduate of the Wharton 
school of University of Pennsylvania and 
permanent president of his class. He 
served as a lieutenant in the navy in 
the first world war. 

E. M. Bennes, 66, general agent of 
Lincoln National Life in Thief River 
Falls, Minn., died there. He entered life 
insurance in 1910 with Pioneer Life and 
joined Lincoln National in 1917 as a 
general agent in Minnesota. In 1918 he 
led the company in personal production. 
He had been a consistently large per- 
sonal producer until recent years, when 
he suffered from ill health. He was the 
father of Lloyd N. Bennes, Lincoln Na- 
tional district agent at Thief River 
Falls. 

Rufus R, Roth, 59, of the Fort Wayne 
agency of Lincoln National, was killed 
while he was standing just outside of 
the agency office when he was struck by 
an overturning automobile that had fig- 
ured in a collision a moment previously. 
He was consistently an outstanding per- 
sonal producer. Before joining Lincoln 
National in 1931 he had been in the real 
estate and securities business in Fort 
Wayne. 

Mrs. Julia Hall Drew, 81, of Evans- 
ton, Ill., widow of A. A. Drew, for many 
years general agent in Chicago of Mu- 
tual Benefit Life, died in St. Francis 
hospital, Evanston. 





Equitable Society Honors 
Sara Jones on 50th Year 


Miss Sara Frances Jones, who this 
year is celebrating her 50th year with 
Equitable Society, was honored at a 
luncheon this week at the Standard 
Club in Chicago. The occasion was one 
of tribute to Miss Jones’ accomplish- 
ments. In the group of 100 that at- 
tended were agency managers of all 
the Equitable agencies in the Chicago 
area and many from the agency staffs. 

Joseph R. Boldt, vice-president, was 
on hand from the home office and pre- 
sented Miss Jones with a platinum wrist 
watch studded with diamonds. Besides 
Mr. Boldt, the speakers were Walter L. 
Gottschall, midwest director of agencies, 
and Paul Faust, one of Miss Jones’ first 
policyholders, Miss Jones, and Manager 
Samuel Lustgarten, with whose agency 
Miss Jones is connected. 


Started at Home Office 


Miss Jones started with Equitable as 
a stenographer for high home office ex- 
ecutives. Later she went into selling 
and has been a consistently successful 
producer and has been a Million Dollar 
Round Table qualifier. 

Miss Jones in 1935 became the first 
chairman of the National associ- 
ation’s women’s committee. In 1935 she 
became the first woman director of the 
Chicago Life Underwriters Assn. She 
received her C.L.U. designation and 
qualified for the M.D.R.T. in 1930, In 
1936 she ‘became first chairman of 
the Women’s Quarter Million Dollar 
Round Table following its formation by 
Corinne Loomis, John Hancock, Bos- 
ton. About 75% of Miss Jones’ business 
is on men. She is a large writer of an- 
nuities. 





Insurance Course Opens 


Martin E, Segal, New York City 
group and pension consultant, gave a 
lecture at the College of the City of 
New York, school of business admin- 
istration building, Sept. 27. 

His talk was the first of 15 lectures on 
group insurance, welfare and pension 
plans that will be given during the 
course. He developed the background 
and history of group insurance, and dis- 
cussed the major variations between 
group and individual forms. 


Hold Classes at U. S. C. 


Los Angeles C.L.U. chapter is 
conducting C.L.U. study _ classes 
at University of Southern California 
which will run until the examinations 
in June. Dr. Donald Scoles again will 
be in charge of the classes. 








The group department of the Occi- 
dental Life of California at Chicago has 
been separated from the branch office 
at 1 North La Salle street and is now 
installed in its own quarters on the 
sixth floor of that building, 





Connecticut Mutual held a brokerage 
supervisors’ conference at the home 
office this week under the direction of 
Frederick O. Lyter, superintendent of 
agencies. Fifteen field men from all 
parts of the country attended. 


R. B. Frederick Named 
Reliance Life Treasurer 











Constant self-im- 
provement will do 
much to increase 
your stature in the 


eyes of your associ- 
ates. Continuous self-education is a must in life in- 
surance selling as it is in any other business. Keep 
up to date. Read good life insurance magazines 
regularly. Take full advantage of the training 
courses that your company offers. Make your- 
self an expert in your field, and prospects will 
naturally look to you to solve their life insurance 
problems! 





This is one in a series of public 
relations hints prepared for Califor- 
nia-Western States Life career 
underwriters. It is being published 
in insurance magazines in the hope 
that it may contribute in a small way 
to the constant betterment and 
growth of the entire institution of 
life insurance. 











HOME OFFICE 


A Company of CAREER Underwriters »* SACRAMENTO 











Robert B. Fred- 
erick has been elect- 
ed treasurer of Re- 
liance Life. He be- 
gan his career in the 
treasury department 
of the company in 
1937, was appointed 
chief clerk in 1944 
and in 1946 was ap- 
pointed assistant 
treasurer. 








CAREER BUILDING 


Home Office Schools for Agents, both beginners’ and advanced 
courses, are developing Life Underwriters competent and successful. 


Modern Sales plans equip the Underwriter to meet every situation. 

A full line of Accident, Health and Hospital policies (individual, 
family group and franchise) to meet the public's needs. 

Liberal compensation and Pension Plan. 

Investigate the opportunities Old Line Life offers. Openings in 
Illinois, lowa, Michigan, Minnesota, Ohio and Wisconsin. 

Life insurance in force — 


June 30, 1948 $120,086,41 1 





LIFE ° ACCIDENT ° HEALTH °¢ #£HOSPITAL 
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LIFE AGENCY CHANGES 





Travelers Names 
New Managers at 
Detroit, Peoria 


‘Carl E. Lindstrom, since 1931 assis- 
tant manager of Travelers at Chicago, 
has been appointed 
manager at Peoria, 
Ill.,succeeding Her- 
bert J. Prouty, who 
goes to Detroit as 
manager. Mr. 
Prouty succeeds 
Richard T. Smith, 
who is retiring be- 
cause‘of poor 
health. 

Mr. Lindstrom is 
national committee- 
man of the Chicago 
Life Underwriters 
Assn. and is presi- 
dent of the Chicago 
C.L.U. He started in life insurance in 
1931 with Travelers in Chicago after 
having been in sales work with the Mo- 
non railroad, Quaker Oats Co., and 
Hart, Schaffner & Marx. He was a field 
assistant in 1931-35, and manager of 
the Chicago south side branch 1935-38. 
He is a past president of the Chicago 
Life Supervisors Assn. and was a naval 
officer in the first world war. He is an 
alumnus of Northwestern University. 





Cc. E. Lindstrom 


Members of the agency staff at Chi- 
cago gave a luncheon for Mr. Lindstrom 
Wednesday and presented him with a 
farewell gift of luggage. 

Mr. Prouty started with Travelers 15 
years ago as a field assistant in Peoria, 
later becoming assistant manager there. 
He was transferred to Columbus, O., as 
manager and a year ago became Peoria 
manager. 

Mr. Smith is retiring after more than 
25 years of service with Travelers. He 
started with the company at Kansas 
City as a field assistant, later becoming 
assistant manager and manager there 
before going to Detroit. He had a 
distinguished army career in the first 
world war, emerging as a colonel. The 
Detroit agency is giving a party in his 
honor Friday evening, Oct. 1, 





Opens Denver Agency 

V. J. Pobrislo has been made Colo- 
rado manager of California-Western 
States Life. The agency is in the Ma- 
jestic building, Denver. 





W. M. Logue to Retire 


W. M. Logue, manager of a Pruden- 
tial office at Altoona, Pa., will retire 
Oct. 11 after 32 years of continuous 
service. He joined Prudential as an 
agent at Altoona, served as assistant 
manager there and in Lewistown, Pa. 
and became district manager at New- 








for a permanent connection. 


benefits. 
@ Complete substandard facilities. 
@ Educational program for field man. 





THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS:... 


@ Modern and attractive agent's and general agent's contracts to those looking 


@ Complete line of Life Insurance policy contracts from birth to age 65 with 
full death benefit from age 0 on juvenile policy contracts. 

@ Complete line of Accident and Health policy contracts with lifetime benefits. 

@ Individual Family Hospitalization contracts with surgical, medical and nurse 


Strong, Progressive Company 


Older than 85%, of all legal reserve life 
insurance companies 


Openings in California, Illinois, Indiana, Kansas, Michigan, Mis- 
souri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 


C. G. ASHBROOK, VICE PRESIDENT-DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, 


ILLINOIS 




















SECURITY 
ts a simple matter! 


With a Bankers Mutual Life contract, 
tailored to your measure. An Agent's 
and Policyholder's Company “where 
the Agent reigns supreme". 
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castle, Pa., in 1926 and at Altoona in 
1929. He graduated from Cumberland 
Valley State Téachers College and re- 
ceived an M.A. degree from the Uni- 
versity of Virginia. 


Lathrop a’ V-P. of 
Marsh & McLennan 


Ralph J. Lathrop, manager of the life 
department of Marsh & McLennan since 
1931, has been elected a vice-president. 
His headquarters will continue to be at 
the New York office. Mr. Lathrop, a 
law graduate of Notre Dame, played on 
the football team with Knute Rockne. 
Leaving the army in 1919 as a captain, 
he joined Travelers as a field assistant 
in Milwaukee. Later he was its life de- 
partment manager at Peoria and Brook- 
lyn and assistant superintendent of 
agencies. 


Columbian Nat'l Opens 
Agencies in East and West 


Columbian National Life ap- 
pointed F. L. Gallagher agency of 
Rockaway Park, N. Y., as general agent 
on Long Island. Mr. Gallagher, owner 
of a successful general insurance agency 
with branches in Rockaway Park and 
Garden City, formerly represented the 
New York Life and the Continental 
companies. 

George W. Perry has been named 
general agent for Long Beach, Cal., 
where he had previously represented 
American National and Mutual Savings 
Life as district agent and manager, re- 
spectively. ; 


Prudential Raises Gatts, 
Other Group Personnel 


Prudential has appointed Joseph B. 
Gatts, district group sales manager at 
Atlanta, associate regional manager for 
the central region at Cincinnati. Wil- 
lian J. Monaghan, Jr., district sales man- 
ager at Cincinnati, goes to Atlanta to 
fill Mr. Gatts’ former post. John V. 
Jennings, home office group representa- 
tive, has been promoted to district sales 
manager at Cincinnati. 

Wallace R. Shaw and L. Paul Ginter, 
home office representatives at Nashville 
and Cleveland, respectively, have been 
named district sales managers at those 
cities. 





Equitable Society Names 
Schuckle at Allentown 


Equitable Society has appointed Chas. 
W. Schuckle as manager at Allentown, 
Pa., succeeding W. Paul Diehl, who will 
continue as assOciate manager. Mr. 
Schuckle joined Equitable in the cash- 
ier’s department at Baltimore in 1925. He 
served as assistant to the manager and 
district manager. He is an alumnus of 
Baltimore City College. 





Great-West Appoints 
John A. Daly at Guelph 


John A. Daly has been appointed 
manager at Guelph, Ont., by Great-West 
Life. A graduate of the University of 
Toronto, he has been with the company 
since 1945. He has qualified for the 
President’s Club for the past two years. 
He has been assistant branch manager 
at the main Toronto branch. 


Opens Denver Group Office 


A new group office has been opened 
by John Hancock in Denver with R. 
Ross Crawford in charge. Mr. Craw- 
ford has been for the past year with the 
Hancock’s Denver’ general agency, 
where he worked as group assistant. He 
was formerly with the group department 
of Aetna Life. 

Charles J. Kosmak has been appointed 
group home office representative in San 
Francisco, 





McMillen Leaving 
N. W. Mutual Jan. 1; 
N.Y. G.A. Since ‘31 


NEW YORK—Clifford L. McMillen, 
general agent of Northwestern Mutual 
Life in New York 
City since 1931, has 
announced the ter- 
mination of this 
contract with the 
company effective 
Jan. 1. Neither 
Mr. McMillen nor 
the company has 
indicated plans for 
the future. Thean- 
nouncement was 
made at a luncheon 
for agents and the agency staff. 

The McMillen agency is one of the 
company’s largest. 

Mr. McMillen joined the company as 
an agent in 1911 at Madison, Wis., and 
served as general agent there from 1912 
to 1919 and at Milwaukee from 1919 to 
1931. He graduated from University of 
Wisconsin in 1911. He is a past presi- 
dent of the Madison Life Underwriters 
Assn. and in New York City served as 
president of the Life Managers Assn, 
and the Mid-town Managers Assn. He 
was chairman of the war loan drive to 
sell bonds to agents and agencies of 
companies with home offices outside of 
New York City. 


Ohio State Life Names 


Cc. L. MeMillen 





- Stevens at Indianapolis 


Ohio State Life has appointed E, D. 
Stevens, Indianapolis general agent. In 
1937, Mr. Stevens started as a producing 
agent for Farm Bureau Life, became 
general agent, and later field super- 
visor. From 1943 to 1948, he served 
as sales director of all Farm Bureau 
companies. He was a member of the 
original committee which established 
Me insurance marketing course at Pur- 
ue. 


Hampton to Succeed Fridley 


Vernon B. Fridley, for 33 years Pru- 
dential manager at Canton, O., will re- 
tire Oct. 4. He has been with the com- 
pany 47 years. William H. Hampton 
of Cleveland will succeed him. . 


Life of Ga. Names Coleman 


New manager of the Life of Georgia’s 
Raleigh district office is J. E. Coleman, 
formerly of Concord, N. C. Prior to 
going to North Carolina Mr. Coleman 
was in the insurance business in Geor- 
gia and Tennessee for 23 years. 


Ryder Albany General Agent 


Fidelity Mutual Life has appointed 
Glenn L. Ryder as general agent at 
Albany. He has had 15 years’ experi- 
ence in life insurance, as an agent and 
more recently as supervisor in the 
Schenectady district. 

Mr. Ryder succeeds William M. Harri- 
man, who has withdrawn from active 
connection with the Albany agency but 
has made no announcement of his fu- 
ture plans. 











Fred S. James & Co, has opened a 
life department at Pittsburgh, headed by 
C. Guernsey McKay. 





Fred N. Hobson, insurance counsellor 
at Des Moines, has been appointed dis- 
trict manager for Franklin Life. Richard 
T. Foreham and R. R. Pope will be 
special agents. 





C. Maurice Hall has joined the New 
York City brokerage firm of Griswold 
& Co. as vice-president. He will merge 
his own business with the new firm and 
manage the life division there. Earlier 
he was with Marsh & McLennan. 
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AMONG COMPANY MEN 





U.S. Life Expands 


Group Operations 


NEW YORK—United States Life has 
expanded its group department and made 
several promotions 
and appointments. 
The company is 
making its facilities 
available for writ- 
ing the new tempo- 
rary disability bene- 
fits called for un- 
der the New Jersey 





law. 

Fred O. Becher, 
Jr. who has been 
director of group 
sales, has been 
placed in charge of 
group service and 
administration as 
well as sales. He joined the company in 
February after having been with John 
Hancock as a home office group repre- 
sentative in New York City. 

Paul Krenicky has been promoted to 
supervisor in the group department. An 
alumnus of Rutgers and a former grad- 
uate student at University of Maryland, 
he joined United States Life in 1947 
after extensive sales, administration and 





F. O. Becher, Jr. 
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Top quality sales methods de- 
velop top quality men. We 
congratulate the following 
Central Life producers who have 
earned recognition by receiving 
the National Quality Award. 
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A. B. Olson 
Eric J. Wilson 
W. C. Jordan 
A. L. Allen 
Fred H. Brown 
A. B. Cramer 
Don B. Lohner 
W. D. Moore 
J. £. Schweikert 
Leland T. Sloane 
W. H. Wright 
William Zumbhof, Jr. 
George F. Garrison 
Howard C. Fowler 
Howard R. Puvear 
Bryan Wallick 
John B. Lindner 
Lyman J. Banks 
va D. Tucker 
Harold E. Meinhardt 
Clyde D. Merchant 
Ben Smick 
W. B. Bates 
Walter Beck 
G. B. Dunkelburger 
N. J. Endres 
William c Goebel 
Manley T. Heisel 
C. R. Ingebritsen 
Alfred Korbel 
Erle V. Lewis 
LaVerne C. Lewis 
Robert E. Lindwail 
Edwin H. Manning 


A. £. Osterheld 


SST 


S 


CELE EER ne ee ae 
EE EEL ER Eh intake ie eRe 


Y 
y 
y 
wi 
y 
A 
4 

¥ 
y 
y 
7 

yi 
y /] 


ae 
Ce ae a oe a 


CK RS 


hE LE 
VS RK ee eng Ck he 


eo 
= 


oh <P Segeeures 
CENTRAL LIFE ASSURANCE SOCIETY 
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production experience. He served as a 
marine corps captain in the war. 

John J. Wissig, Jr., has been appointed 
a home office group representative. A 
Dartmouth graduate, he joined United 
States Life as a sales trainee in 1947, 
later shifting to the group department. 

W. P. White, Jr., becomes home office 
group supervisor of the newly created 
statutory disability division, with an of- 
fice in the company’s Newark branch. 
An alumnus of University of Maryland, 
he was a wartime naval aviation officer. 

Ralph E. Pierce, Jr., becomes group 
claims manager. He is an Amherst grad- 
uate. His father is assistant secretary 
and assistant treasurer of Columbian 
National Life. Both Mr. Pierce and 
Mr. White had considerable group in- 
surance experience before joining United 
States Life. 


Stemmermann Becomes 
Actuary of Home Life 


Home Life has appointed Theodore 
A. Stemmermann an actuary. Mr. 
Stemmermann joined the actuarial de- 





T. A. STEMMERMANN 


partment in 1924 following graduation 
from Colgate. He was named assistant 
actuary four years later and associate 
actuary in 1936. 

Owen C. Lincoln, who has been ac- 
tuary, continues in that capacity also. 
Mr. Lincoln has had a long and severe 
illness from which he has now re- 
covered and has resumed his duties. 





Cantwell Group Chief of 
Reserve Life of Dallas 


Wallace Cantwell has been made vice- 
president in charge of the group and 
franchise department of Reserve Life of 
Dallas. He was formerly assistant to 
the president of Great American Re- 
serve of Dallas. He is a past president 
of Dallas Assn. of A. & H. Underwrit- 
ers. He has been in the life and A. & H. 
fields in the southwest for 10 years. 

Reserve Life intends aggressively to 
develop its group and franchise depart- 
ment, gees: in hospitalization and 





Reinsurance Man 


John W. Brice, 
whose appointment 
as reinsurance secre- 
tary of Great-West 
Life was reported in 
last week’s issue, 
had a distinguished 
war service record 
with the Royal Can- 
adian artillery and 
was made a m 
of the Order of the 
British Empire. 





Union Central Designates 
Alexander Agency Secretary 


Union Central has promoted Mar- 
shall Alexander to agency secretary. 
Since his return 
from foreign serv- 
ice as a captain 
of engineers, Mr. 
Alexander has been 
agency research 
analyst for the 
company, studying 
financial operations 


of agencies. He 
will continue in 
this field. 


fr. Alexander 
joined Union Cen- 
tral following his 
graduation from 
the University of 





M. 


Alexander 


Cincinnati in 1936. Previously he studied 


mathematics at the University of IIli- 
nois. ; 


Hearn Goes to Home Office 


CHATTANOOGA — J. Charles 
Hearn, formerly assistant manager here 
for Metropolitan Life, has been pro- 
moted to field training instructor for 
the south central territory. His head- 
quarters will be in New York City. 


N. W. Mutual Appoints Bond 
Assistant Medical Director 


MILWAUKEE—Dr. John M. Bond, 
until recently a lieutenant in the navy, 
has been appointed 
assistant medical 
director of North- 
western Mutual 
Life. 

Born in Minne- 
apolis and educated 
in Milwaukee pub- 
lic schools, Dr. 
Bond was gradu- 
ated from Univer- 
sity of Wisconsin 
in 1945 and served 
his internship in 
Colorado general 
hospital at Denver. 
He joined the navy 
and was assigned to duty at the U. S. 
Public Health Service relief station at 
San Pedro, and also was a medical offi- 
cer on the U. S. Coast Guard cutter 
“Wachusett,” based at Juneau. 





John M. Bond 





Marshall Pratt, formerly of Great- 
West Life’s group department, has gone 
with Security Life & Accident as man- 
ager of its new group life and A. & H. 
department. 








Twice within the past six months 
our Field Force set new written 
and paid-for Company records. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 
CINCINNATI, OHIO 
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ACCIDENT AND HEALTH 





H. & A. Conference 
Plans Underwriting 
Forum for Oct. 17 


Questions covering all phases of A. & 
H. underwriting will be taken up at 
Hotel La Salle, Chicago, Oct. 19, at 
an underwriting forum of Health & 
Accident Underwriters Conference. The 
underwriting committee of the confer- 
ence will have charge of the sessions, 
and D. B. Alport, assistant secretary 
of Business Men’s Assurance, is chair- 
man. 

Topics for discussion include current 
practices regarding underwriting of hos- 
pital policies, accident and medical re- 
imbursement, monthly indemnity limits, 
examinations, and waivers. A case clinic 
will be held, during which out-of-the 
ordinary underwriting problems will be 
presented, and probable solutions talked 
over. 

Questions to be brought up are: To 
what extent do you inspect hospitaliza- 
tion, limited coverage plan? What 
underwriting is necessary and what ex- 
perience have you had with accident 
only medical reimbursements in amounts 
of $500 and up? Do you write A. & 
H. for housewives? Is there a trend 
for general revision of monthly in- 


Provident L. & A. 
Writing “Non-Can” 
Through Brokers 


A new and comprehensive line of non- 
cancellable accident and sickness cover- 
ages, supplemented by a wide range of 
optional hospital-surgical endorsements, 
has been announced by Provident Life 
& Accident. Most of the carriers 
that write non-cancellable restrict such 
business to their own full-time repre- 
sentatives, but Provident has announced 
that it will not only accept, but actively 
solicit high-class brokerage contacts for 
non-can, 

Vice-president James E. Powell’s an- 
nouncement outlines three basic policy 
forms. All three are recurrent disabil- 
ity contracts and all are non-prorating. 








demnity maximums upward, especially 
in cases covering professional men? 
How far back and how extensively do 
companies go after information on 
“routine and physical checkups” answers 
on the applications? What is the 
practice on applications for seasonal 
laborers? What are the practices in 
connection with new applicants having 
a medical history of heart disease, dia- 
betes, cancer and rheumatic fever? 
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NON-CANCELLABLE and 
GUARANTEED RENEWABLE 
HEALTH and ACCIDENT 
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is licensed and does business in the 48 states, the District of Columbia and Hawaii 
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GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Offers Illinois Agents 
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COMPLETE LIFE INSURANCE 
COVERAGES—AGES 0-60 


Excellent Line of Juvenile Policies 
FULL BENEFIT AGE 5 
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For Particulars Write Home Office 
159 North Dearborn St., Chicago, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 





The guaranteed monthly income policy 
(Series GMR) is issued with 100 months 
accident indemnity (from the 1st day) 
and 100 months sickness indemnity 
(from the 31st day). The accident in- 
demnity may be extended to lifetime 
by endorsement and the policy can be 
written with other elimination periods 
(up to 90 days for both accident and 
sickness) at lower rates. A choice of 
hospital riders will provide from $4 to 
$7 per day for room and board—payable 
from the first day to 90 days for any 
one accident or sickness. In these are 
also two surgical schedules with maxi- 
mums of $150 and $250 respectively. 
The policy provides for partial disa- 
bility from either accident or sickness 
(following total disability) and house 
confinement is not required. It con- 
tains a 12-month recurrent disability 
clause. 


Optional Coverages Provided 


The non-cancellable income policy 
(Series GPR), a six-month recurrent 
disability contract, provides two years 
accident indemnity and one year sick- 
ness benefits. Accident benefits can be 
extended to five years or lifetime and 
sickness benefits can be extended to 
two years by endorsement. Elimination 
periods range from first day to 30 days 
for accidents and seven to 30 days 
for sickness. It likewise includes hospital 
room from $4 to $7 daily and surgical 
schedules of $150 or $250, both on op- 
tional bases. It also provides for par- 
tial disability for accident only. If the 
loss of two members or sight of both 
eyes—through either accident or sick- 
ness—it pays monthly indemnity for 
life up to the limit of the. policy. 

Series GPR is written non-medically 
from age 21 to 55, unless the applicant 
requests the two years sickness in- 
demnity feature. The guaranteed in- 
come accident policy (Series GA) will 
be issued to provide A. D. & D. and 
accident indemnity only for five years 
or lifetime with optional hospital-surg- 
ical coverages. This form will be written 
non-medically, 


Can Alcoholic Ever Be 
Insurable Risk for A. & H.? 


Can an alcoholic ever be regarded as 
an insurable risk for A. & H. insurance, 
and what effect, if any, would member- 
ship in Alcoholics Anonymous have on 
his insurability? That, in effect, was the 
question discussed at the September 
meeting of Home Office H. & A. Under- 
writers of Chicago, with Thomas Wren, 
Benefit Assn. of Railway Employes, as 
discussion leader. 

Mr. Wren said that the definitions of 
an alcoholic vary greatly. Often the 
alcoholic is identified with the skid row 
derelict, who has lost everything but 
the craving for alcohol, but Mr. Wren 
said that he may be a business execu- 
tive or anywhere between the two 
extremes. Mr. Wren’s own definition, 
on a very simplified basis, was that an 
alcoholic is a man whose drinking gets 
him into trouble. The great trouble is 
that he doesn’t realize that he is an 
alcoholic, the victim of an insidious 
disease. He gave some case histories 
from his own knowledge to confirm this 
thesis, pointing out that there is nearly 
always a feeling of self-pity and being 
misunderstood, or that he is just no 
good. 

He reviewed in some detail the work 
of Alcoholics Anonymous, telling of the 
basis on which it was formed, its plan 
of operation, and citing cases where 
those who have subscribed to its pro- 
grams have abstained from intoxicants 
for from two to six years. 

Holding that the drinking alcoholic is 
not a desirable risk for accident and 
health insurance from any standpoint, 
Mr. Wren gave as his personal opinion 
that an alcoholic who has had a record 
of one year of abstinence is at least as 
good a risk as some heavy drinkers now 
on the books, who are at least potential 
alcoholics, and even better if he is a 
member of A.A. This was conditioned, 
of course, on his being’ in as good héalth 





generally as the non-alcoholic. He sug- 
gested that in some cases it might be 
advisable to limit the principal sum and 
extent of coverage. 

It was pointed out that alcoholism js 
likely to cause damage to the kidneys 
and heart, and the question was asked 
as to whether an endorsement excluding 
such conditions would be acceptable. 
Mr. Wren said he thought it would. 

It was pointed out that there is more 
danger of damage to the kidneys in the 
case of the steady drinker than the 
“binge” type, but the latter will break 
down sooner because of the fact that he 
won’t eat when he is on a protracted 
drunk. The greater accident hazard in 
the case of alcoholics also was men- 
tioned. 

Chairmen and secretaries were selected 
for the entire year. Russell Phillips, 
Washington National, will have charge 
of the October meeting, with J. T. Hel- 
verson of that company as secretary. 





Warning on Benefit Plans 


Commissioner Downey has warned 
the public of the so-called medical bene- 
fit societies operating in southern Cali- 
fornia. He points out that they have 
little or no capital and that those called 
to the attention of the department have 
offered no services of substantial value. 
He also says the department cannot 
prevent people from becoming members 
but advises the public to purchase such 
coverages from licensed insurers or Blue 
‘Cross, ‘California Physicians Service, 
etc., all of which are subject to regula- 
tion. 


Offers N. J. UCD Plan 


Continental Assurance has sent its 
New Jersey general agents a proposed 
program for writing business under the 
state temporary disability benefit law in 
groups of four or more, at 1% of em- 
ployers’ insured payroll. 


Pa. Labor for UCD Plan 


HARRISBURG, PA. — Compulsory 
state-administered health and accident 
insurance, to provide workers’ benefits 
on the same basis as unemployment 
compensation, will be sought in Penn- 
sylvania at the 1949 legislature by the 
State Federation of Labor (AFL). 








O.K. Ky. Medical Plan 


A pre-payment surgical and medical 
benefit insurance plan was approved by 
Kentucky Medical Assn. at its annual 
meeting at Covington. A committee was 
appointed to study existing plans and 
it is probable that a plan similar to that 
of Ohio Medical Indemnity will be 
adopted. 





Boston Congress Nov. 16 


Boston A. & H. Assn. will hold its 
first fall meeting Oct. 14. A new Eng- 
land sales congress will be held Nov. 
16 with Harry C. Hawthorne as chair- 
man. 


Ministers’ Fund Joins- ALC 


The oldest life insurance organization 
in the United States, the Presbyterian 
Ministers’ Fund, Philadelphia, has 
joined the American Life Convention, 
bringing membership to 221. The Fund 
was chartered in Pennsylvania in 1759. 
The Fund originally confined its busi- 
mess to annuities and began issuing life 
insurance contracts in 1875. 


The University of Southern Califor- 
nia’s law school will present an institute 
of federal taxation at the school audi- 
torium Oct. 20-22. There will be 20 lec- 
tures and two panel discussions. 











OPPORTUNITY 

An coeinned Eonters Illinois life gunn hes 
an opport lor ry geni 
and successful on inteuan _ ond ultimate 
ownership of agency. No interview before sub- 
mitting confidential outline of self and ifica- 
tions. Address R-74, The National Underwriter, 
175 W. Jackson Blvd... Chicago 4. i 
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LIFE SALES MEETINGS 





Hobbs, Lustgarten Agencies 
Hold Joint Conference 


A joint educational conference of the 
Lustgarten and Hobbs agencies of Equi- 
table Society in Chicago was held at 
Elkhart Lake, Wis., with some 90 quali- 
fied delegates, wives and guests attend- 


ing. 

The first conference session was ad- 
dressed, among others, by Walter L. 
Gottschall, director of agencies of the 
north central department. The following 
day a formal seminar on wills, estates, 
and trusts was conducted by Henry 
Blumberg, ‘Chicago lawyer and well 
known authority in this field. 

The final day the second business ses- 
sion was held and was addressed by 
Hilbert Rust, vice-president of R. & 
R. The meeting was summed up by 
Managers Philip B. Hobbs and Samuel 
Lustgarten. _ 

The unique feature of the outing was a 
concert by Mr. Lustgarten’s son Edgar, 
first cellist of the St. Louis Symphony 
Orchestra, and Dorothy Staiger, leading 
Chicago dramatic soprano. 





‘SOMETHING 
SPECIAL 


Designed to provide the pro- 
tection every mortgagee wants at 
at a cost he can afford, Life of 
Virginia’s Mortgage Canceler 
Policy is “something special”. 
Because the protection provided 
by this level premium policy 
decreases as curtails reduce the 
mortgage, it is available at a 
surprisingly low premium. For 
example; under our Mortgage 
Canceler Plan, 
at age 30 
$10,000.00 
immediate protection 
is provided for a 
$54.00 
annual premium 
(This special plan is open to brokers.) 

















LIFE 


Insurance Company 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Robert E. Henley, President 











Marsh & McLennan Has 
Group Men’s Conference 


Marsh & McLennan has concluded a 
three-day conference in Chicago of its 
group life and pension specialists, with 
Howard. I. Potter, vice-president, Chi- 
cago office; Ralph J. Lathrop, vice-presi- 
dent, New York office; and Frank L. 
Griffin, Jr.. manager pension department, 
Chicago office; acting as chairman. C. 
W. Seabury, chairman of the board, and 
Hermon D. Smith, vice-president in 
charge of the ‘Chicago office, addressed 
the group. 

Out of town members attending were 
Mr. Lathrop, Frank Toors, H. W. Otis, 
D. G. Clark, Jr., Joseph Hoagland, James 
F. Hayes, and Harry E. Quimby from 
New York; Joseph H. Giltner and 
Ward S. Keller from Boston; R. T. 
Johnstone and P. G. Hinchey from De- 
troit; Chauncey Eno, Indianapolis; C. 
W. Purdy, Hoyt Andrews, and Joseph 
M. Daoust from Minneapolis; Henry 
Higginbottom, John D. McCord, Jr., 
and C. H. Swan from Pittsburgh; Hugh 
A. Logan from St. Louis; Harvey G. 
Ellerd, Milwaukee; Eric A. Egge, Los 
Angeles; R. W. Sproul and D. G. God- 
dard from San Francisco; Les Adams, 
Seattle; and Anthony McGillivray, Van- 
couver. 

Handling assigned subjects on the pro- 
gram were Hodges, J. J. Flana- 
gan, R. K. Agnew, Haydn Stuessy, A. 
H. Smith, Jr., and Conrad A. Orloff 
from the Chicago office; and Messrs. 
Purdy, Toors, Sproul, Johnstone, Hayes, 
Egge, McGillivray, Keller, and Goddard 
from out of town. 


State Mutual Life Holds 
Group Sales Conference 


The group department of State Mu- 
tual Life held a week-long group sales 
conference at the home office. There 
were prepared talks followed by round 
table discussions and question periods 
dealing with various phases of group 
coverage. 

Group home office representatives at- 
tending included J. Henry von Pein, 
Houston; L. S. McCrosky, Cincinnati; 
Jason E. Stoughton, Baltimore; Lloyd 
K. McKenzie, Washington, Rei Ges 
Arthur A. Dunn, Boston; Allin B. Tur- 
ner, Cleveland; John W. Laffey, Chi- 
cago; Donald V. Springgate, New York; 
Furman B. Phelps, New York; Alan R. 
Willson, New York; John H. Heneage, 
Chicago; William R. Reitzell, Worcester, 
and Leyden L. Scott, Los Angeles. 

State Mutual’s 1948 group business 
already exceeds its group production for 
all of 1948. 








Phoenix Plans Regionals 


Phoenix Mutual will hold four-day 
regional conferences in September, 1949, 
for representatives who qualify during 
the next 10 months. Qualifiers from 
the central and south Atlantic states 
will meet at the Skytop club in the Po- 
conos of Pennsylvania; those from the 
midwest and far west are scheduled for 
the Hotel Moraine, Highland Park, III.; 
while the New England group will con- 
vene at the Bald Peak Colony club on 
Lake Winnipesaukee, N. H. 


Prudential Agents Meet 


Some 350 agents of Prudential at- 
tended a two-day conference at St. 
Louis, of the Missouri, Illinois, Iowa, 
Kansas and Nebraska agencies. 











Forbes to Canada Meeting 


LANSING, MICH.— Commissioner 
Forbes of Michigan for the first time is 
planning to attend the annual conven- 
tion at Victoria, B. C., Oct. 11-13 of 
Assn. Superintendents of Insurance of 
Canada. 


The commissioner said that, since 


Michigan is port of entry for Canadian 
carriers licensed in the United States, 
the Dominion commissioners long have 
sought his attendance at their sessions. 
Several provincial commissioners have 
attended meetings of N. A. I. C. in this 
country, he noted. Mr. Forbes will 
seek to familiarize himself to a greater 
extent with Dominion methods. 

On his way home, the Michigan com- 
missioner will attend the meeting of 
Zone 4 of N. A. I. C. at Minneapolis 
Oct. 15-16, called recently by Harris of 
Minnesota, zone chairman. 





Illinois Chamber Sponsors 
Disability Forum Oct. 7 


H. Harold Leavey, vice-president and 
general counsel, California-Western 
States Life, will speak on “Compulsory 
vs. Voluntary Protection Against Waste 
Loss Due to Disability’ as a member 
of a three-man panel which will dis- 
cuss unemployment compensation and 
disability insurance in a special sym- 
posium at the annual meeting of the 
Illinois State Chamber of Commerce 
in Chicago Oct. 7-8. Other speakers 
will be Paul F. Corby, personnel man- 
ager of Marshall Field & Co., Chicago, 
and Stanley Rector, Unemployment 
Benefit Advisors, Washington, D. C. 


COMPANIES 


Wash. Nat'l Going on FM 
with Musical Program 

Washington National will go on the 
air with two new radio programs— 
“Accent on Music” and “Accent on 
Rhythm,” on Oct. 5 and 7. The pro- 
grams will be broadcast over Evanston 
FM station WEAW every Tuesday and 
Thursday evenings from 7 to 7:30. “Ac- 
cent on Music” offers listeners classical 
selections while “Accent on Rhythm” is 
a program of popular jazz and ballad 
music. 





Unity Mutual Joins ALC 
Unity Mutual Life & Accident of Los 

Angeles, has joined American Life Con- 

vention, bringing membership to 222. 


Interstate Doubles Capital 


Capital of Interstate Life & Accident 
has been increased from $500,000 to $1 
million. The company now has over 
$15,500,000 in assets with $191 million 
life insurance in force. 





Standard of Oregon has elected as 
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directors Truman W. Collins, well- 
known northwest timberman, and Dr. 


Harry Newburn, president of the Uni- 
versity of Oregon. 








NEWS ABOUT 


LIFE POLICIES 





Fidelity Mutual Has 
New Dividend Scale 


Fidelity Mutual has revised its 1948 
dividend scale applicable to policies is- 
sued on the CSO 2%% reserve basis. 
Illustrative dividends are: 

Dividend End of Year 


Low Rate Life 








$ $ $ $ $ 
2 5 10 15 20 
2.00 2.11 2.36 2.65 3.26 
08 2.19 2.49 2.85 3.55 
2.17 2.30 2.61 3.12 3.89 
2.26 2.39 2.75 3.45 4.30 
2.35 2.50 2.93 3.83 4.88 
2.45 2.63 3.28 4.43 5.67 
2.58 2.77 3.86 5.23 6.37 
2.80 3.12 4.66 5.95 7.01 
3.26 3.94 5.44 6.69 8.25 
4.02 4.68 6.18 8.03 9.96 
Life Paid-Up at 85 

1.97 2.04 2.59 3.43 4.29 
2.00 2.11 2.77 3.67 4.58 
2.08 2.19 3.00 3.94 4.90 
2.17 2.30 3.23 4.24 5.27 
2.27 2.42 3.50 4.59 5.69 
2.35 2.65 3.83 5.02 6.35 
2.45 2.92 4.22 5.65 7.19 
2.68 3.25 4.83 6.52 7.98 
3.09 3.82 5.70 17.32 8.73 
3.80 4.66 6.50 8.09 9.99 
4.61 5.42 7.26 9.46 11.71 
5.27 6.11 8.71 11.36 13.82 
6.25 7.58 10.82 13.77 15.50 
Payment Life 

2.08 2.56 3.85 5.20 6.61 
2.14 2.68 4.04 5.45 6.89 
2.27 2.82 4.26 5.72 7.24 
2.41 3.00 4.49 6.02 7.63 
2.57 3.18 4.74 6.36 8.04 
2.72 3.37 5.03 6.73 8.58 
2.91 3.60 5.36 7.26 9.22 
3.14 3.87 5.87 7.93 9.80 
3.49 4.37 6.57 8.54 10.39 
4.12 5.09 7.19 9.11 11.24 
4.84 5.72 7.77 10.14 12.32 
5.39 6.28 8.97 11.64 13.69 
6.25 7.58 10.82 13.77 15.50 

20 Year Endowment 

2.70 3.49 5.57 7.79 10.16 
2.72 3.53 5.63 7.84 10.18 
2.80 3.61 5.70 7.91 10.24 
2.88 3.70 5.79 7.98 10.32 
2.98 3.79 5.88 8.08 10.41 
3.08 3.90 6.01 8.22 10.55 
3.21 4.04 6.17 8.45 10.72 
3.38 4.22 6.49 8.81 10.98 
3.67 4.61 7.01 9.18 11.32 
4.24 5.25 7.49 9.58 11.80 
4.91 5.82 7.97 10.40 12.51 
5.438 6.34 9.06 11.71 13.57 
6.28 7.61 10.86 13.76 15.09 








Connecticut Mutual Has 
Decreasing Term Riders; 


Revises Juvenile Benefits 


Connecticut Mutual will now add term 
insurance agreements with amounts de- 
creasing annually to any new premium- 
paying life or endowment policy with 
premium-paying period not less than 
that of the agreement. Premiums for 
the 10, 15 and 20 year plans are payable 
for eight, 13 and 18 years respectively. 
Additional annual premiums per $1,000 
initial amount are: 


10 Year 15 Year 20 Year 
Age Plan Plan Plan 
3.27 3.34 
3.33 3.44 
» 3.41 3.54 
3.49 3.65 
3.59 3.77 
3:68 3.90 
3.80 4.04 
3.92 4.20 
4.07 4.37 
4.22 4.58 
4.39 4.79 
4.60 5.02 
4.81 5.28 
5.06 5.58 
5.32 5.89 
5.61 6.23 
5.93 6.61 
6.28 7.02 
6.67 7.46 
7.09 7.95 
7.54 8.47 
8.05 9.06 
8.60: 9.71 
9.19 10.41 
9.85 11.16 
10.55 11.99 
11.33 12.89 
12.17 13.87 
13.08 14.93 
14.07 16.08 
15.15 17.33 





Death benefits of new policies issued 
in states other than New York are now 


equal to the full face amount from issue, 
except that at rated age 0 the death ben- 
efit in the first year is $250 per $1,000 
face amount. New premiums at ages 0 
to 4 are shown below: 


Ord. Up 
AgeLife 
12.85 


mode oS 
= 

be 

7) 

= 





Guardian Has Two New 
Preferred Risk Policies 


Guardian Life has added two new pre- 
ferred risk contracts, a preferred risk 
paid-up at 70, and a preferred risk paid- 
up at 85. 

Policy provisions in the new contracts 
are the same as in the company’s regular 
contracts, including the special income 
payment options for election by the in- 
sured for the beneficiary. 

The new policies provide Guardian 
representatives with flexible equipment 
where low gross premium and low cost 
are major factors. They will be issued 
to men and to women, with the mini- 
mum amount for each plan being $10,- 
000. 

Guardian’s special disability provision, 
providing for $10 monthly income per 
$1,000 of insurance, and all of the com- 
pany’s other supplemental benefits in- 
cluding family income riders are avail- 
able with the new contracts. 

Details of the policies were given to 
Guardian representatives in a series of 
16 regional meetings. Four of the meet- 
ings were conducted by President James 
A McLain; one jointly by President Mc- 
Lain and Agency Vice-president Frank 
F. Weidenborner, and three by Mr. 
Weidenborner alone. John L. Cameron, 
vice-president, conducted a meeting at 
Boston for agencies in New England. 
Daniel J. Lyons, 2nd vice-president, and 
Irving Rosenthal, actuary, held a joint 
meeting for agencies in the New York 
area, and each of them conducted three 
meetings of agencies in the east and 
south. 


Independent Dividends Up 


Independent Life of Baltimore has 
announced a new, increased dividend 
scale for participating policies in the 
ordinary department effective Sept. 1. 

Because most of the increase is due to 
better mortality experience and very lit- 





tle to excess interest on investments, the 
increase will not be uniform for all] 
plans, but relatively larger increases ap- 
pear in the life plans and smaller jn- 
creases in short term endowment plans, 
All plans and ages, however, share in 
the increase. 


Mass. Mutual Issues New 
Family Protection Rider 


Massachusetts Mutual has introduced 
a new family protection rider which pro- 
vides monthly income over the re- 
remainder of a given family protection 
period as a death benefit if the insured 
does during the family protection period. 

The rider may be attached at issue to 
a basic policy. The monthly income 
benefit is additional to benefits pro- 
vided by the basic policy. Proceeds of 
the basic policy may be paid in a single 
sum upon death without affecting in- 
come under the family protection pro- 
vision, 

The monthly income payable under 
the provision will be either $10 or $15 
per $1,000 basic policy. Premiums for 
the 10, 15 and 20 year plans are payable 
for 8, 12 and 16 years respectively. An- 
nual premiums for $10 monthly are: 








10 Year 15 Year 20 Year 
Age Plan Plan Plan 
OR 5k vaice les 2.8 3.90 4.99 
MM Se ey as 2.90 3.98 5.14 
Been 2.95 4.05 5.26 
See 3.01 4.13 5.40 
ME So Bgiain See 3.03 4.20 5.56 
(a eee 3.08 4.32 5.72 
eer 3.15 4.44 5.92 
27 . 3.21 4.56 6.13 
28 > 4.71 6.40 
29 4.89 6.68 
30 5.08 7.03 
31 5.31 7.41 
32 5.58 7.83 
33 5.88 8.32 
34 6.19 8.83 
35 6.57 9.44 
36 6.99 10.06 
37 7.43 10.79 
38 7.95 11.57 
39 8.49 12.43 
40 9.11 13.37 
41 9.76 14.41 
42 0.51 15.50 
43 11.29 16.73 
44 2.18 18.06 
45 13.11 19.48 
46 14.17 et 
47 15.29 
48 16.51 
49 17.83 
50 





Changes Juvenile Benefits 


Equitable Life of Washington has re- 
vised its juvenile policies so death bene- 
fits are graded to reach ultimate amount 
of insurance on policy anniversary when 
child is age 2 nearest birthday. Previ- 
ously, ultimate amount was not reached 
until age 5. Although cash values of 
policies issued at age 0-4, inclusive, are 
affected, there is no change in premium 
rates. 





Great American Reserve Riders 


Great American Reserve of Dallas has 
introduced a family protection supple- 
ment and a new family income sup- 
plement. The first is issued in units of 
$1,000 initial amount or three units—up 
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Eastern Life Company, over half century old, pro- 
gressing rapidly, has opening for competent man to 
head actuarial department. Prefer fellowship. Sal- 
ary will be arranged in accordance with qualifica- 
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to $3,000 for each $1,000 basic policy. 

Under the family income supplement 
the face amount of the policy is pay- 
able at date of death and $10 per month 
commencing at death, continuing until 
10, 15 or 20 years from date of issue. 
Up to two units for each $1,000 of in- 
surance may be applied for. 


To Use CSO Basis for 2!/,°/,, 


Group Permanent Policies 


On group permanent contracts written 
Sept. 24 and thereafter, Bankers of Iowa 
will use the 1941 CSO mortality table 
with 214% interest, except for an ex- 
tension of the current basis to Dec. 31 
on presently outstanding. quotations. The 
1937 standard annuity table without set- 
back will continue to be used in com- 
puting group income endowment pre- 
miums and reserves. The rate basis of 
all Bankers Life group offerings for 
pensions will thus be standardized and 
made consistent. 








New Junior Select Policy 


Equitable Life of Canada has brought 
out a junior select policy with annual 
dividends. Each unit provides $1,000 of 
protection to age 21, increasing auto- 
matically to $5,000 without any change 
in premiums. At that time, insured has 
the option to change policy to endow- 
ment at 60 or 65 for a slightly smaller 
amount with the same premium. Pre- 
miums are: 





Options at Age 21—— 
Wh E 


Pre- ole nd. End. 

Age mium Cash _ Life at 60 at 65 
0 ...$39.53 $851 $5,000 $4,000 $4,382 

1... 40.66 824 5,000 3,999 4,378 

> em 41.96 795 5,000 3,993 4,374 

oe . 43.32 766 5,000 3,986 4,370 

4. 44.73 737 5,000 3,980 4,366 

| 46.24 706 ,000 3,972 4,361 

G . 47.82 673 5,000 3,967 4,357 

= 49.49 640 5,000 3,957 4,352 

S-. 51.28 605 5,000 3,949 4,347 

ae 53.17 569 5,000 3,941 4,341 

10. 55.31 532 5,000 3,932 4,336 





Revises Aviation Underwriting 


Guardian Life has revised its under- 
writing of aviation risks. The principal 
change is -in connection with military 
aviation risks with reductions in the 
extra charged for certain classes. 





Discontinues Pregnancy Premiums 


South Coast Life has discontinued 
extra premiums charged because of 
pregnancy. Pregnancy cases will be con- 
sidered standard through the seventh 
month, subject to an _ attending 
physician’s report. Others will be post- 
poned until after delivery. 


ASSOCIATIONS 


Redeker Opening Speaker 
Before D. C. Association 


WASHINGTON—Harry S. Redeker, 
general counsel of Fidelity Mutual Life, 
will speak on “Responsibilities and Op- 
portunities Under the Revenue Act of 
1948” at the first fall luncheon meet- 
ing of District of Columbia Life Under- 
writers Assn., Oct. 7. 

Nov. 15, Harold Cummings, president 
Minnesota Mutual Life, will speak, and 
on Jan. 19, Clifford H. Orr, new 
N.A.L.U. president. 

At the October meeting the Bernard 
L. Wilner memorial silver trophy will 
be awarded to Vernon E. Holleman, 
Home Life, “for accomplishment and 
sustained activity in the interest of the 
institution of life insurance.” 

Enrollments for L.U.T.C. classes will 
be accepted until Oct. 15. Classes will 
Start the first week in November. 


Cal. Locals to Meet Oct. 15 


The Northern California-Nevada con- 
ference of local associations will be 
held Oct. 15-16 at San Francisco. Clif- 
ford H. Orr, National Life of Vermont, 
new president of the National associa- 
tion, and C. E. Cleeton, Occidental Life, 
national trustee, will speak. 














F. J. Van Stralen, San Francisco gen- 
eral agent of Massachusetts Mutual and 
president of the California association, 
will conduct the meeting. 





N. J. State Assn. Meets 
This Week at Newark 


The New Jersey State Life Under- 
writers Assn. is meeting Oct. 1-2 at 
Newark and will have as guests Clifford 
H. Orr, National Life of Vermont, 
Philadelphia, the new president of the 
National Assn. of Life Underwriters; 
J. E. Rutherford, executive vice-presi- 
dent and W. E. Jones, director of pub- 
lications, J. B. Hallett, general counsel, 
and Gordon D. McKinney, actuary, all 
from the N.A.L.U. headquarters. Fri- 
day afternoon, following the meeting, 
there will be a cocktail reception by the 
New Jersey General Agents & Man- 
agers Assn., followed by dinner and a 
short meeting afterwards. The meet- 
ing will resume Saturday morning, con- 
tinuing until noon. 





Sioux City—Elmer Bierbaum, Union 
Central, spoke on essentials for consist- 
ent production. He has completed. 70 
consecutive months of more than $25,000 
paid business each. Roger Olmscheid, 
Occidental, and Edmund Bergeman, John 
Hancock, co-chairmen of the member- 
ship committee, reported on their plans. 
Edgar McCracken, Mutual Benefit Life, 
reported on the National convention at 
St. Louis. Dan Haley, New York Life, 
presided. 

Northern New Jersey—Carlton Cox, 
Metropolitan Life, Paterson, was the 
guest of honor, the occasion being the 
completion of his second term as 
N.A.L.U. trustee. National quality award 
certificates were presented to 81 mem- 
bers. There was an attendance of 250. 
Mr. Cox reported on the St. Louis con- 
vention. 

Cincinnati — Rudolph Leitman, New 
York Life, Detroit, will speak at the 
first fall meeting Oct. 15. 

Lincoln, Neb.—Frederic M. Pierce, 
senior consultant for L.I.A.M.A., urged 
agents to keep pace with economic 
changes which affect insurance and be 
“model 1949” underwriters. He spoke of 
new tax measures, changes in national 
economy and other trends bearing a di- 
rect influence on insurance selling. In- 
surance sales must change also, he said. 

Jackson, Tenn.— New Officers are: 
George R. Cason, president; W. L. Eu- 


banks, vice-president; L. I. Davidson, 
secretary. 
Memphis—Theo M. Green, Massachu- 


setts Mutual, Oklahoma City, spoke on 
“What Is Salesmanship to Life Insur- 
ance?” 

Columbus, 0.—At the first fall meeting 
Oct. 1, John D. Moynahan, Metropolitan 
Life, Berwyn, Ill., new secretary of 
N.A.L.U., will speak. Reports will be 
given of the St. Louis convention. 

Lancaster, Pa.—The first fall meeting 
was addressed by A. Huge Forster, as- 
sistant to the president of Armstrong 
Cork Co., on public relations. 

Green Bay, Wis.—George J. Laikin, 
Milwaukee and Chicago tax consultant 
and attorney, discussed the 1948 revenue 
act and its effect on life insurance at the 
opening luncheon meeting of Northeast- 
ern Wisconsin Assn. 

Lafayette, Ind.— George H. Plante, 
John Hancock, Cleveland, Ohio, a mem- 
ber of the Million Dollar Round Table, 
spoke at the first fall meeting. 

Jamestown, N. Y.—Agents from the 
northern districts of Chautauqua county 
have been included in the local organ- 
ization, and there will be a meeting of 
regular members and those agents at 
Fredonia, Oct. 21. 

South Bend, Ind.—Milton Elrod, Jr., 
Indianapolis, an authority on business 
insurance, spoke at the first fall lunch- 
eon meeting. 

Fort Wayne, Ind.—Keith Smith, John 
Hancock, Kankakee, Ill, spoke on 
“Strangers Do Buy.” 

Indjanapolis— E. A. Krueger, State 
Life of Indiana, former treasurer of the 
American Society of C.L.U. conferred 
C.L.U. designations on four candidates. 
Mildred F. Stone, director of policy- 
holders’ services division of Mutual 
Benefit Life was the speaker. 

Oshkosh, Wis.—Fox River Valley Assn. 
met here with about 60 members pres- 
ent from Oshkosh, Neenah, Menasha, 
Appleton and Fond du Lac. Reports were 





made on the St. Louis convention. The 
next meeting will be at Neenah, Oct. 20, 
when W. S. Leighton, New York Life, 
Minneapolis, immediate past president of 
American Society of C.L.U., will speak 
on “Knowledge Is Power.” 

Oklahoma City—A banner attendance 
marked the initial meeting of the sea- 
son Sept. 24. A. R. Jaqua, Southern 
Methodist University, gave an educa- 
tional talk. 

Chillicothe, O.—H. <A. Lorbach has 
been named vice-president to succeed 
Frank P. O’Donnell, Union Central, who 
has been transferred to Denver. 


Ashtabula County, O0.—Earle W. 
Brailey, representing the Cleveland As- 
sociation, addressed the first fall meet- 
ing. Joseph A. Hoffman is the new presi- 
dent. 

San Jose—J. Roger Deas, director of 
the National Conference of Christians 
and Jews, was the speaker at the first 
luncheon meeting of the season. 

Utiea, N. ¥.—Thirty have enrolled for 
the L.U.T.C. course. John B. Slimm, 
Provident Mutual Life, is the instructor. 


Buffalo—National quality awards were 
presented to 86 members at the first fall 
luncheon meeting by Frederick A. G. 
Merrill, general agent emeritus of State 
Mutual, who has been in life insurance 
50 years. Graham A. Walter, manager 
of Canada Life at Toronto, spoke. 

Montreal—Calvin Swartz, manager Im- 
perial Life, Toronto, spoke on “Sales 








Reprints of Verse Will in 
Praise of Agent Available 


Pri National See is 
offering reprints of the poetry in 
which the late Walter Malloy of 
Columbus, Ohio, paid high tribute 
to the life insurance agent. This 
originally appeared in the Sept. 17 
edition. The Ohio Bell Telephone 
Co. executive left $73,000 of life 
insurance. He makes it by far the 
most important portion of his 
verse will. The price of 50 reprints 
is $2; 100 reprints, $3.50; 200 re- 
prints, $6; 500 reprints, $10; and 
1000 reprints, $15. They are print- 
ed on sheets 814 x 11 inches. Send 
orders to The National Under- 
writer, 175 West Jackson boule- 
vard, Chicago 4. 








Wrong Representation 


In the advertisement of the Meeker- 
Magner Co. of Chicago in connection 
with the annual meeting of IIlinois 
Assn. | of Insurance Agents, the firm 
was inadvertently shown as_ general 
agent of Sun Life of Canada, when it 
should have been Canada Life. 
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THE COMPANY BACK OF THE CONTRACT 











Dil or J 


NOUGH’’? 





Never a static figure .. . “enough” finan- 
cial security varies many times in the 
span of a man’s responsibility to himself 
and his family. Today, the cycle of 
change is so rapid, and the influencing 
factors so many that it is difficult for an 
individual to keep his future in focus. 


To the skilled underwriter this is a chal- 
lenge. He must help his clients to visual- 
ize their responsibilities and to plan for 
them with an adequate, balanced pro- 


It seems significant “enough” that 81% 
of Fidelity’s foremost underwriters now 
report continuous use of Fidelity Per- 
sonal Estate Plans . . . Fidelity’s aid to 
careful estate engineering. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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Jeanie Willard 
Takes Helm in 
Critical Time 


Heavy Legislative Year 
with Tax Threats 
Lies Ahead 


, By DALE R. SCHILLING 


PITTSBURGH —An outstandingly 
able woman executive, Jeanie Willard, 
‘national first vice-president of Wood- 
men Circle, Omaha, takes over the 
helm of the National Fraternal Con- 
gress for the ensuing year. She was 
elected president in the closing session 
of the annual convention here Thursday. 

The next 12 months are expected to 
develop many problems for the con- 
gress and its mem- 
ber-associates, and 
to bring a heavy 
legislative year and 
undoubtedly efforts 
in numerous states 
to end fraternals’ 
tax-exempt status 
which they have 
enjoyed under spe- 
cific law provisions 
due to their benev- 
olent and beneficial 
activities conduct- 





ed not for profit. 
It also __is likely Farrar Newberry 
there will be ef- 


forts to license societies’ field represen- 
tatives, as there have been in a number 
of states in the past. Other vital issues 
as well are impending. 

Whereas in years past, the office of 
N.F.C. president may have been largely 
an honorary one, now it is strictly a 
working job which demands persons of 
business experience and acumen, with 
a good knowledge of national and even 
world affairs. 

Farrar Newberry, president of W.O.- 

(CONTINUED ON PAGE 32) 


N.F.C. Holds Session at Pittsburgh 





Sees Great Future Fraternalists Form Hohaus Deals with 


for Fraternalism 





Fraternalism and the N.F.C. of the 
U. S. and Canada have unlimited power 
for greatness. Millions of fraternalists 
of the two countries are ready and 
eager to carry out the sound principles 
and plans of the institution. If the 
N.F.C. membership only knew its 
strength it would become a much 
greater medium for doing good, second 
only to the church. This was the theme 
in the acceptance address Thursday of 
Jeanie Willard, Woodmen Circle, as the 
newly installed president of N.F.C. 

“It is with a sincere feeling of hu- 
mility and a keen awareness of the re- 
sponsibilities involved that I accept and 
pledge to you my very best efforts dur- 
ing this term,” she said. 

“T am not unmindful of the responsi- 
bilities, responsibilities, it seems to me, 
far more grave than in normal years. 

“No man or woman walks this way 
alone. I shall seek and welcome the 
advice and suggestions, not only from 
my fellow executives of the congréss, 
but, of all those who guide the destinies 
of affiliated societies. 

“In this great undertaking you have 
had many great and talented men and 
women to serve you as president. I 
hope in my humble way to follow their 
footsteps and profit by the lessons they 
learned and taught through the years. 
These men and women, aided by the 
members of the affiliated societies scat- 
tered over the land, builded better than 
they knew. 

“They built both financial security 
and, in my opinion, the more important 
thing, they strengthened our position, 
both in the local community and na- 
tionally, by fraternal and benevolent 
activities. 

“One does not attain security over 
night. It is a long road to the haven 
of security. Fraternal societies have 
had no easy time in building this secur- 
ity. Possibly as difficult a time lies 
ahead of us, but if we keep in mind 
always the course we are to pursue, if 
we never falter, if we do not for one 
moment listen to the false prophets 
who would urge us to forget fraternal- 
ism and become more commercial, we 
will stay on the right course. 

“It is no secret that there have been 


Investment Group 
at Pittsburgh 


Fraternal Investment Assn. was or- 
ganized durin the N.F.C. convention 
at Pittsburgh by societies’ investment 
officers for the purpose of study and 
discussion of mutual problems. It is 
similar to the financial section of Am- 
erican Life Convention, but is a definite 
organization affliated with N.F.C. 
rather than a section of it. 

De E. Bradshaw, finance committee 
chairman of Woodmen of the World 
Life, Omaha, was elected president; 
Joseph E. Reault, Maccabees, vice- 
president; C. E. Harrington, Woman’s 
Benefit, Port Huron, Mich., secretary, 
and John Faulkner, Royal Neighbors, 
Rock Island, Ill, treasurer. 


Council Is Elected 


Members of the council elected are: 
One year term, Mrs. Dora A. Talley, 
president Woodmen Circle, Omaha; 
two years, W. H. Zuehlke, Aid Assn. for 
Lutherans; three years, S. A. Oscar, Na- 
tional Mutual Benefit, Madison, Wis. 

Membership is limited to persons 
wholly or substantially connected with 
the investment departments of N.F.C. 
member societies. Dues are $10 an- 
nually. Two meetings a year are pro- 
vided for, the annual at the time and 
place of N.F.C., and midyear early in 
the year, which probably will be held at 
Chicago. 








rumors, emanating outside our ranks, 
that we are slowly submerging fraternal- 
ism to the pursuit of commercialism. 
In my opinion, this criticism is de- 
cidedly unfounded and based upon ig- 
norance of the true facts. In reality, 
we are coming to realize more fully the 
beauty, the power and the worth of fra- 
ternity. Our organizations are finan- 
cial giants. They are strong, they are 
safe, they are sure. Fraternalism is the 
foundation of this congress. It is the 
cornerstone; it is the rock upon which 
the various societies have been estab- 
lished. 

“There is no power, outside of the 
church, in these times which can have 
a greater influence on the peoples of the 
world than our own fraternal organiza- 
tions.” 


Compulsory Health 
Insurance Issues 


Says Government Plan 
Irreconcilable with 
Democratic Ideas 


A uniform compulsory health insur- 
ance scheme administered by the federal 


government “is ir- 
reconcilable with 
our basic concepts 
of freedom of de- 
mocracy,” Rein- 
hard A, Hohaus, 
actuary of Metro- 
politan Life, told 
the presidents sec- 
tion of National 
Fraternal Congress 
this week. “It is 
beyond our present 
powers to devise 
any generally ap- 
plicable scheme R. 
that can meet a 
modicum of the requirements necessary 
to preserve these basic values. 

“A more ardent pursuit of those paths 
that have made for progress over the 
last half century would be our most 
promising course.” 

He noted there has been much con- 
fusion about the Wagner-Murray-Din- 
gell and the Taft bills, about need for 
a compulsory system, as to what aspects, 
if any, of such a health service should 
be sponsored by government, and at 
what level, federal, state or local; how 
administration should be allocated or 
apportioned among various levels of 
government; and as to whether a gov- 
ernment agency’s role should be to pay 
benefits or render service or assist, in- 
dividuals to find or create organizations 
for themselves. He said there are signs 
that whatever decision as to extension 
of social insurance in this field is made, 
there will be a number of major devel- 
opments and innovations in the provi- 

(CONTINUED ON PAGE 36) 
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Ledger Assets - - 
Insurance In Force - - 


Benefits Paid Since 1902 


AID ASSOCIATION FOR LUTHERANS 


One of America’s Leading Fraternal Life Insurance Socteties 


- - Over $440,000,000 
- - Over $ 47,000,000 


Home Office: Appleton, Wisconsin : 
ALEX. O. BENZ, President 


OTTO C. RENTNER, Vice-President 
WM. H. ZUEHLKE, Treasurer 


LeROY G. STOHLMAN, Secretary 
WALTER L. RUGLAND, Actuary 


Over $100,000,000 
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Local Lodge Problem Held 
Major One in Fraternalism 


A significant report on the all-impor- 
was 


tant question of lodge activities 
made by John P. 

Stock, chairman of 

the committee on 

this subject, who is 

president of Mac- 

cabees, Detroit. At 

N.F.C. sessions for 

a number of years 

this topic has been 

kicked around, the 

consensus appe€ar- - 
ing to be that local 

lodges are one of 

the founda- 

tion stones of fra- 

ternalism, but their 

functioning in many 

cases has become desultory. : 

“We can receive no benefit without 
effort. In the field of lodge activities 
there can be rich rewards for our socie- 
ties, our communities and our country, if 
we are but willing to expend the effort. 
We must be able to say that fraternal- 
ism IS action—action in brotherhood 
and service for all of mankind.” 


John P. Stock 


Must Have Worthy Purpose 


The committee said various societies 
and fraternities in the past were estab- 
lished to further the ends of individual 
freedom, independence of thought, etc. 
“Wherever there was a community need 
or purpose, men gathered together to 
form an order, fraternity or society to 
fulfill the need or to accomplish the 
purpose. This has a direct bearing upon 
the duty of the committee for lodge 
activities, for it raises a grave and chal- 
lenging question: Is there a purpose and 
need for societies such as ours, in the 
world of the present?” 

The committee said although many 
fraternals nominally are secret, this is 
largely a matter of historical accident 
and has little or no significance today, 
and lodge and fraternal elements of 
many societies have been greatly sub- 
ordinated to the business end. 

“There have been many brave words 
said in defense of the fraternals, as well 
as many bitter words in derogation of 
the system. We must admit that, for the 
societies, there are many advantages of 
which you are all familiar in the main- 
tenance of the fraternal system, but can 
we justify this system on the basis of 
advantage alone? The answer must be, 
no, 


Asks Pertinent Question 


“The question then resolves itself to 
this: Are we an anachronism in Amer- 
ican life today or do we have a function 
peculiarly ours as fraternal societies? If 
we are to determine what lodge activi- 
ties have value, it becomes necessary to 
analyze the basic premises upon which 
we exist as fraternals. We believe that 
we must consider the effect upon the 
individual as well as the community, 
both in and outside the society.” 

In defense of the business end of the 
fraternal system, he said that while 
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N. K. Neprud, agency siperiatendeat 
Lutheran Brotherhood, Minneapolis; Dr. 
H. B. Kennedy, medical director W.0.W 
Omaha, and W. Cable Jackson, superin- 
tendent of agents Modern Woodmen, Rock 
Island, Ill. 





many societies originated on the “pitiful 
basis of providing a sum of money to 
take care of the funeral so that the 
family at least maintained a modicum of 
respectability,” fraternalism had traveled 
a long way and its functions changed 
so societies are concerned with imple- 
menting the average family’s economic 
situation so the home may be main- 
tained. 

“In accomplishing this purpose we 
strengthen the entire fabric of the 
American way of life. It seems to the 
committee that our ability to 
provide a meeting place where the fra- 
ternal spirit may be encouraged and 
directed toward the accomplishment of 
selfless and lofty projects, is the real 
justification for our existence as frater- 
nal societies. It is this function which 
differentiates us and prevents us from 
becoming mere insurance companies.” 





New Woman President 
Is Fine Executive 


Jeanie Willard, who has attained dis- 
tinction in fraternalism as a quietly dy- 
namic executive of 
fine personality and 
unusual ability, 
was born in Wal- 
nut Springs, Tex., 
and attended the 
Texas public 
schools and Patter- 
son Institute, Hills- 


boro, Tex. She 
became a_ school 
teacher and _ then 


married Sterling 
Willard. She joined 
Woodmen Circle in 
1905 at Denison, 
Tex., as a member 
of White Rose Grove 4, in which she 





Jeanie Willard 





still retains membership, and served as | 


president there in 1909. 

In 1911 she was elected state chap- 
lain, then state vice-president, and state 
president in 1915. 


became national drill instructor, retain- 
ing the office 10 years. She achieved 
distinction for writing, selecting music 
and costumes, and directing outstanding 
pageants, pantomimes and fancy drills in 
connection with state and national con- 
ventions of the society. She created the 
drill that is standard ritual for Wood- 


men Circle and is ritual committee 
chairman. 
Mrs. Willard became vice-president 


and editor of “Monthly 
society’s monthly organ, in 1931. 


Active in Congress Work 


She was president of Texas Fraternal 
Congress for two years and has served 
on various N.F.C. committees in her 
21 years of membership. She is past 
president of the press section, went on 
the N.F.C. executive committee in 1946 
and was named vice-president in 1947. 

Mrs. Willard is known as an enthusi- 
astic promoter of fraternal ideals. Wood- 
men Circle elected her first national 
vice-president last year. 


She also was | 


She was elected na- 
tional representative in 1917 and in 1921 | 


Tidings,” the | 


made public relations director, chairman | 


of the welfare and ritual committees, 
and remains as editor of “Monthly Tid- 
ings.” She has established a temporary 
residence in Omaha, but retains her 
home in Denison. 

Mrs. Willard is a member of many 
organizations, including National League 
of American Pen Women, Authors & 
Composers of America, Dallas Pen 
Women and Texas Woman’s Press As- 
sociation. 





New Business. in Force 
Increase in 1947 


There was $7,286,478,995 fraternal in- 
surance in force Jan. -1, the committee 
on state of order and statistics, headed 




























by Joseph F. Lamb, secretary Knights 
of Columbus, New Haven, Conn., re- 
ported as chairman. The _ insurance 
exhibit for 1947 shows there were 
679,664 certificates written, $807,141,393 
insurance written and increased, $269,- 
578,509 increase in total insurance in 
force, Jan. 1, 1948. 

The figures were for the 114 societies 
affiliated with N.F.C. in the fiscal year. 
During the year a society was added 
and four resigned, leaving a net of 111 
as of the present fiscal year. The total 
number of members Jan. 1, 1948, in- 
cluding adult, juvenile and social, was 
7,935,308, net increase 161,818. Total 
number of lodges Jan. 1 was 77,809, gain 
1,420. 

The exhibit shows a healthful con- 
dition with gains of insurance in force 
and members as well as lodges, whereas 
in years past the fraternal institution 
had been on the down grade with losses 
of insurance in force. 

The committee’s financial exhibit 
showed for N.F.C. society members 
total income last year $259,018,589; total 
disbursements $182,614,681; current lia- 
bilities Jan. 1, $71,251,004; total benefits 
paid in 1947, $117,492,510; total assets figures for the remaining four in the | | 
Jan. 1, $1,744,088,586; net increase in N.F.’C. membership not being available. | 





Group of Aid Assn. of Lutherans staff 
men: Otto C. Rentner, Chicago, vice-presi- 
dent and general counsel; William A. 
Zuehlke, treasurer; T. H. Hartman, person- 
nel director, and W. F. Schultz, Chicago, 
director and ae — 


total assets last vear $63,226,918. These 
statistics cover 107 member societies, the 
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MACCABEES 


tEGAL RESERVE INSURANCE 


7 ow OWARD AVENUE DETROIT 2. MICHIGAN 





The MACCABEES is proud 

of its membership in this Congress 

and joins in the belief that a 

better future rests upon proper education 


and training of our children. 





28 


NATIONAL FRATERNAL CONGRESS 


HeNATIONAL UNDERWRITER 


October 1, 1948 








Many Fraternals’ Assumption 
Too High, Actuary Says 





About 52% of total reserves of fra- 
ternal societies at the end of 1947 were 
computed at an interest assumption 
higher than 3%, Charles C. Dubuar, 
chief actuary New York insurance de- 
partment, said in a paper which was 
read before the Fraternal Actuarial 
Assn. Mr. Dubuar was unable to attend 
the meeting. He said this does not 
mean the average society has 
about one-half of its reserves valued 
at 3%, for a substantial share of 
3% reserves are accounted for in the 
very large societies, whereas the 4% 
reserves generally are held by smaller 
and middle-sized societies. 

Mr. Dubuar found at the end of 1947 


of 71 societies reviewed, 31 had at least 
75% of total reserves calculated at 4%. 
Yet, average interest rate earned by 
fraternals continued to decline in 1947 
so it would seem a rate of 3% is the 
maximum that could safely be assumed 
for some years. 

Nine societies had substantial blocks 
of N.F.C. 4% business, and with only 
two exceptions mortality on these seg- 
ments of the business either exceeded 
the table in its entirety or showed excess 
mortality at older ages such as 50-75 
where the N.F.C. table admittedly is 
deficient. “A rerating is clearly indi- 
cated in these instances,” he said, There 
were also at least 16 other societies with 





“Fraternity 


reward. 


Action" 


Nation. 


civic and social activities. 


Farrar Newberry, President 
W. C. Braden, Secretary 


We, of the Woodmen of the World, believe in and have 
dedicated our efforts to promote a more active Frater- 
nalism. We want our Society to be known and respected 
for the fraternal and humanitarian services it performs. 
Self-satisfaction from rendering such services is mete 


We hold no patents nor copyright on the "Fraternity in 
programs carried on by our local Woodmen 
Camps. It is rather our earnest wish that every fraternal 
society vigorously apply itself to performing similar deeds 
of benefit to their members, the community and the 


It is our hope that every delegate to the National Fra- 
ternal Congress in Pittsburgh becomes so inspired by 
the spirit of ‘Fraternity in Action" he will return to his 
Society determined to increase the scope of its fraternal, 
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Max B. Hurt, Treasurer 
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blocks of American experience 4% 
which showed a characteristic ratio of 
actual to expected mortality of 80 to 
90% of American experience table com- 
mencing around age 50. He said a 
number of societies would be added to 
- list if all supplements were avail- 
able. 

Mr. Dubuar believes a weakness in 
the present supplement form and regular 
valuation report blank is failure to re- 
quire computation of expected mortality 
on net rather than gross amount at 
risk. “It is particularly deceptive to 
show any amount of mortality gains on 
the gross basis, he said, and it is doubt- 
ful whether society officers involved ap- 
preciate what the full effect is of com- 
bining mortality gains with increasing 
interest deficits.” 


Propounds Question 


“The deficit in the annual earning on 
4% certificates poses the question as to 
what, if any, obligation a society has 
where large blocks of its business are 
not self-supporting and-are having to 
be subsidized by other classes of mem- 
bers. Is there any inequity if 4% 
members receive cheaper insurance by 
as much as 10 or 20% as compared to 
currently issued certificates?” 

Mr. Dubuar asked what should be the 
test as to the extent to which a society 
may safely subsidize blocks of business 
definitely loss-producing? One possi- 
bility would be to determine whether a 
society could at this time set up 3% re- 
serves and still show a satisfactory 
surplus. 

Mr. Dubuar said of course it is re- 
alized a solvency test on American expe- 
rience 3% reserves normally could be 
said to involve conservative assumptions 
and could be considered as a maximum 
test. However, a less conservative or 
minimum test could be made by means 
of a prospective valuation using a mor- 
tality table safely representative of the 
experience of the society combined with 
3% (and in that connection using 
monthly annuity and monthly insurance 
factors). He believes the two tests 
mentioned would at least enable a so- 
ciety and. insurance departments to 
judge better as to future outlook of sol- 
vency which was under question. 

“Tt should be unnecessary to point out 
that on a basis of the minimum test, a 
society which, as the result of a prospec- 
tive valuation showed only a reasonable 
amount of surplus will have to mortgage 
all of the future earnings of present 
members in order to support the 4% 
block of business. Where a negative 
surplus or only a nominal surplus is pro- 
duced, then a society must mortgage 
the future earnings not only of present 
members but also of members entering 
hereafter. It is quite evident that the 
managements of some of the fraternals 
will need to consider carefully as to their 
ability to ‘subsidize large classes of cer- 
tificates which are not self-supporting. 

“Many societies up to about 1940 
charged a premium rate which was a 
constant at all ages and with no limiting 
or maximum age for benefits. As a con- 
sequence, the losses exceed premium in- 
come in the higher age bracket and the 
accumulation of a reserve becomes es- 
sential. In fact, reserve standards have 
already been prescribed by at least one 
state insurance department.” 


Anderson New Head 
of Actuaries | 


Richard A. Anderson, actuary of 
Protected Home Circle, Sharon, Pa., is 
the new president of the Fraternal Ac- 
tuarial Assn. elected at the annual meet- 
ing. He succeeds Frank J. Gadient, ac- 
oy Modern Woodmen, Rock Island, 


The new vice-president is Walter L. 
Rugland, Aid Assn. for Lutherans, 


Appleton, Wis.; secretary, R. E. Mor- 
ris, Maccabees, reelected; treasurer, 
Harmon Taylor, Cedar Rapids, Ta.; 


members of council—Margaret Walker, 
Royal Neighbors, Rock Island, IIL; 
Frank J. Gadient; Ingolf Lee, Lutheran 
Brotherhood, Minneapolis; editor, R. D. 
Taylor, Cedar Rapids. 


Becoming Pension-Minded 


The American people are becoming 
more pension-minded each year, George 
A. Huggins, of Huggins & Co., con- 
sulting actuaries and insurance account- 
ants of Philadelphia, told the actu- 
aries. This is so because an ever in- 
creasing proportion are living to age 
65 and over with earning capacity re- 
duced or ended, and also an increasing 
proportion is composed of salary or 
wage-earners who find difficulty. in 
making provision for old age without the 
aid of a cooperative program. 

Then the U. S. social security program 
has stimulated this trend; industry is 
placing more emphasis on supplement- 
ing social security pensions for em- 
ployes through formal pension plans, 
and finally, there are many groups which 
are being covered by private pension 
systems, self-administered or insured, 
which are not eligible for social security 
benefits. 

For the year ended June 30, he re- 
ported, the internal revenue bureau 
issued rulings on 1,154 new pension 
plans, making a total of 11,742, and 
about 8,600 such plans have been ap- 
proved under the 1942 revenue act. 
Wage negotiations with union repre- 
sentatives increasingly are including the 
subject of pension programs supple- 
menting social security and this field he 
expects to increase quite rapidly in 
future. 


Notes Need for Reserves 


E. T. Knodel, consulting actuary, 
Pittsburgh, spoke on “The Conference 
Modification of the Class III Disability 
Table, and Its Application to Fraternal 
Societies.” He explained for many 
years there were legal reserve require- 
ments for fraternal societies’ death 
benefit funds, but no corresponding re- 
serve requirements for sickness bene- 
fits, which, he said, brought wide belief 
there was no practical need for sick 
benefit reserves. Actually, he com- 
mented, such reserves are required for 
just the same reason as death benefit 
reserves. Both represent merely a 
budgeting device. 

Cost of life insurance benefits in- 
creases with advancing age, and the 
same is true of sickness benefits, except 
at very youngest adult ages where rates 
are somewhat higher than ages 25-30. 

Mr. Knodel said the table of the 








Mary Baird, 
Woman’s_ Benefit, 
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Health & Accident Underwriters Con- 
ference is generally recognized by in- 
surance departments as a reliable guide 
for use by fraternals and insurance com- 
panies for calculating net premiums and 
reserves. 

He concluded a study of the indi- 
vidual society is necessary before the 
conference table can be used as a basis 
for valuing sick benefits, but in most 
cases it will be found adequate. Net 
annual cost of a society’s benefits should 
be studied quite frequently and com- 
pared to the conference table. 


Discusses Proof of Age 


Franklin C. Stauffer, assistant actuary 
of Modern Woodmen, Rock Island, IIl., 
presented a written discussion of the 
paper read before the association by 
Dr, Tad. Poznanski on “Misstatement 
of Age.” He discussed Dr. Poznanski’s 
two principal suggestions, one to de- 
mand proof of age upon policy issuance 
to avoid necessity of adjusting policy 
payments. Mr. Stauffer said this seems 
desirable but there are practical diffi- 
culties which seem insurmountable. 
Many millions of people cannot furnish 
such proof because vital statistics rec- 
ords in many states are sketchy. 

Mr. Stauffer said there are other ac- 
ceptable sources of the information. 

The second suggestion of Dr. Poz- 
nanski was to apply the “rule of pro- 


. portion” in all cases of death, maturity 


and surrender. Mr. Stauffer sees in case 
of maturities no valid reason for failure 
to obtain such proof as the society is 
making final settlement of the contracted 
obligation and proof of age is as im- 
portant as is settlement of death claims. 
Yet there are practical difficulties, one 
being delay at a time when the cash is 
urgently needed, and creation of ill- 
will of members. 


Junior Membership Group 
Does a Good Job 


There was great interest at Pitts- 
burgh this year in the new activity rep- 
resented by the work of the junior mem- 
bership committee, of which William G. 
Fisher, executive vice-president of Luth- 
eran Brotherhood, Minneapolis, is chair- 
man. 

The committee hit upon the idea of 
having an exhibit of junior activities, 
and some 20 societies contributed. There 
is strong emphasis upon the junior or 
juvenile departments of fraternals these 
days, for they are well aware, as are 
the old line life companies, that the con- 
stantly increasing age of members must 
be lowered by addition of very young 
members. 

In addition to Mr. Fisher, the com- 
mittee includes: Mrs. Edna E. Dugan, 
Degree of Honor, St. Paul; Mrs. Ulma 
Moss, Maccabees, Detroit; Mrs. Vivian 
L. Watkins, Modern Woodmen, Rock 
Island, I1l.; Norman E. Patrick, Catholic 
Knights, St. Louis; C. E. Huff, National 
Farmers Union, Denver; W..C. Below, 
Fidelity Life, Fulton, Ill.; Steve Cvete- 
tic, Croatian Catholic Union, Pittsburgh; 
R. W. Talsky, Catholic Family Protec- 
tive, Milwaukee. 








Miss Louise Patrick, Woodmen Circle, 
Omaha; Mrs. Jeanie Willard, vice-presi- 
dent of that society and president-elect of 
N.E.C., and Mrs. Dora A. Talley, Wood- 
men Circle’s president. 


Take Steps to Form 
New F.1.C. Section 
of the Congress 


Recommend Move to N.F.C. 
at Annual Session; Elect 
Spencer as President 


PITTSBURGH — Joseph Spencer, 
field director of Protected Home Circle, 
Sharon, Pa., was elected president of 
the Fraternal Field Managers Assn, at 
the annual meeting here. He has been 
vice-president. 

The group upon recommendation by 
John E. Little, field director and actuary 
of Maccabees, Detroit, approved sending 
a recommendation to the N.F.C. to form 
Fraternal Insurance Counselors section 
as the field managers in their meetings 
are concerned mainly with managerial 
and field problems, while the holders of 
the F.I.C. designation, which is spon- 
sored by the association, are more in- 
terested in sales methods. 


Other New Officers 


J. R. Sims, field director of Woodmen 
of the World Life, Omaha, was elected 
vice-president, and John E. Little, Mac- 
cabees’ field director, was reelected sec- 
retary-treasurer, 

Named to the board were W. Cable 
Jackson, superintendent of agents of 
Modern Woodmen, Rock Island, IIL; 
A. A. Porterfield, field director of Equit- 
able Reserve, Neenah, Wis.; J. Fafara, 
Polish National Alliance chief organizer, 
Chicago, and Herbert G. Benz, field di- 
rector of Aid Assn. for Lutherans, 
Appleton, Wis. 


Reliance Executive Talks 


Field representatives have an im- 
portant part in public relations activities, 
Arch D. West, 
vice- president and 
secretary of Reli- 
ance Life, Pitts- 
burgh, told the 
field managers in 
a talk on “Public 
Relations and the 
Fieldman.” They 
have the power to 
affect the public’s 
regard for life in- 
surance, either 
building good will 
or adverse senti- 
ment. 

He does not be- 
lieve the fieldman does enough to build 
good will for his company. He does 
this when he remembers, but forgets 
too often. By slovenly dress, speech and 





Arch D. West 


deportment, the fieldman may tear 
down quickly a good will that has 
required years to build up. 

The manager should select field 


people who are honest, have good repu- 
tations, sound character and integrity, 
pay their bills, keep free of entangling 
domestic strife, are civic-minded, take 
part in school activities, church, P.T.A., 
chamber of commerce, community chest, 
etc. People like to buy from men who 
are leaders and men who are successful 


or ‘likely to become so _ should be 
selected for the field. 
Mr. West questioned whether the 


part-time agent meets these specifica- 
tions. He asked how life insurance and 
what it offers can be presented intelli- 
gently to the buying public by anyone 
who is not in the business full-time 
and with both feet. The life insurance 
buying public is entitled to the services 
and counsel of a professional full-time 
salesman who knows his _ business 


through thorough training and is in it 
to stay. 

Sales meetings do lead to increased 
production, W. Cable Jackson, super- 
intendent of agents Modern Woodmen, 
Rock Island, Ill., stated in the panel 
on this subject. But quite as important, 
they serve as a medium to carry to 
agents understanding of problems be- 
ing encountered; to distribute and ex- 
plain sales aids which are developed, 
and also for home office men to learn 
about problems being encountered by 
the field men. A cooperative and under- 
standing attitude on the part of all 
Participating is developed. 

Mr. Jackson says “nothing will gal- 
vanize a field force into action so quick- 
ly as the feeling on its part that the 
home office, and especially the field 
work department, is thinking of their 
problems in a practical way, actively 
helping to solve their current problems, 
and looking ahead with a view to solv- 
ing those that may arise in the future.” 

Louise Patrick, Michigan field direc- 
tor of Woodmen Circle, felt that pre- 
ceding a field meeting there should be 
sales training. Sales meetings, if held 
fairly frequently, are valuable through 
assisting toward sales- and _ self-diag- 
nosis; they create a fraternalistic atti- 
tude and appreciation; cause sales ob- 
jections to be brought to the surface, 





James G. Daly, editor United Com- 
mercial Travelers, Columbus, and A. W. 
Franklin, its secretary. 








analyzed and scientifically handled. She 
asked whether commercial organiza- 
tions comparable to fraternals in finan- 
cial size, would think of overlooking 
creation of successful sales organiza- 
tion, and its development and intensive 
training as, she said, some fraternals 
are doing. 

In the panel on “Sales Meetings” 
Joseph Spencer, field director, Protected 
Home Circle, Sharon, Pa., declared 
these meetings are a necessity and do 
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“There goes one of your 
competitors. He doesn’t have 
FIDELITY LIFE 4-Way Protection 
(life with accident, disability 
and hospital features) does 
he?” 


“No. That's why | am out- 
selling him three to one.” 


FULTON, ILLINOIS 


Since 1896 





For details, without obligation, write to 


FIDELITY LIFE 
ASSOCIATION 





“What, another present?” 

“Just celebrating my out- 
standing success selling for 
FIDELITY LIFE. F.L.A. thinking 
is geared to today’s best mar- 
ket — wage earners and 
farmers.” 








“My decision to represent 
FIDELITY LIFE was a happy 
one. Today | dictated a letter 
to the Home Office telling them 
how pleased | am to be doing 
so well and how much | ap- 
preciate a sales training and 
development program that's all 
down in black and white.” 





We are forging ahead with 
FIDELITY LIFE. 
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much good. They give the manager 
viewpoints of men in the field and both 
contingents common ground on which 
to work out mutual problems and get 
better acquainted. P.H.C, holds at least 
two meetings with the sales force in 
every state deputy district annually, 
with Mr. Spencer and one other officer 
attending. 


Tells of Lincoln National Study 


If a life agent learns more about his 
business, it removes the mysteries and 
makes it easy and pleasant for him to 
apply his knowledge and enjoy the 
harvest of bountiful sales, W. C. Brudi, 
superintendent of agencies Lincoln Na- 
tional Life, told the field managers. 

He held sales managers should know 
what determines the quality of business 
and should have a definite, effective and 
constant program for making their busi- 
ness__ profitable. Lincoln National 
analyzed all of its policies dated in 1946 


and counted as a lapse any which did 
not renew into the second policy year. 
The lapse rate of quarterly business was 
found 3% times as much as on annual, 
monthly about the same, and semi-an- 
nual more than double the annual rate. 
He concluded while it may not be good 
business to force an annual premium on 
an applicant who is not qualified to pay 
annual, it is good business to prospect 
for the kind who can do so. 

Lapse rate on new policyholders was 
found 2% times that on old ones, so 
Lincoln National is emphasizing to 
agents desirability of operating more 
among old policyholders. The highest 
lapse rate was experienced in age group 
20-24, tapering down to 50-59, where it 
was best. Lapse in the younger group 
was more than three times that in the 
older ones. The amount of policy had 
some influence on lapse, little under 
$5,000, but improved rate over that 
amount. There appeared a definite re- 














AN OPPORTUNITY 
Worth Looking Into! 








gate. 


you to get started. 


608 SECOND AVENUE SOUTH 





Lutheran Brotherhood has unusual sales opportunities, 
offering liberal commissions to Lutheran men and 
women who can qualify as agents. If you live in a 
Lutheran territory, it is to your advantage to investi- 


We send trained supervisory help to enable 


Address your letter, including statement of age and 
qualifications, to: 


Superintendent of Agencies 


LUTHERAN BROTHERHOOD 


Legal Reserve Life Insurance for Lutherans 


HERMAN L. EKERN, Presidént 


MINNEAPOLIS, MINNESOTA 

















ae — 





| tional aids furnished. 
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5705 Woodward Avenue 





| The Gleaner Agency Training Program | 


HELPS AGENTS 


. . « Increase Production | 
, | 
. . » Increase Earnings | 


. . . Increase Professional Knowledge 
Gleaner Life is a progressive fraternal offering special policies, includ- 
ing Family Income, Educational Endowment, Preferred Risk. Promo- 


Opportunities open for agents in Illinois, Indiana, Michigan, Ohio. 
Address inquiries to: 


GLEANER LIFE INSURANCE SOCIETY 


Detroit 2, Michigan 


lationship between agent’s length of 
service and his lapse rate; better on full- 
time than part-time agents. 

The national lapse rate is rising, and 
inflation also is eating away at the 
agents’ commission dollars, he said. 


Speaks for F.I.C. Assn. 


Details of the proposal to form a 
“Fraternal Insurance Counselors Assn.” 
in the Field Managers’ group were given 
by J. E. Little, field director Maccabees, 
Detroit. There are now 678 full-fledged 
F.I.C. people and 104 associates. Mr. 
Little recommended not even presidents 
and field managers of societies be per- 
mitted membership unless they have 
the designation or are, associates. 

The annual meeting would be the day 
prior to that of the field managers in 
May each year; dues $1 per year per 


—= 


she said. She gave rules for dealing 
with people: Try to make people fee] 
important; keep a pleasant relationshj 
and a pleasing personality; talk aboyt 
things that interest them and encourage 
them to talk about themselves; take 
every opportunity to praise; avoid argu- 
ments; respect the other man’s opinion; 
avoid telling another directly that he is 
wrong; try to see everything from the 
other man’s viewpoint; give before ex- 
pecting to receive; show appreciation for 
a job well done. 


Midkiff Contributes Ideas 


President T. W. Midkiff of N.F.C. 
spoke at length opening the managers’ 
session in place of the usual short greet- 
ings. He is an experienced former state 
manager of W.O.W., Denver, and now 
is its president. He said the attitude of 














Committee 
responsible for 
project to form 
“Investment Offi. 
cers Assn.” affili- 
ated with N.F.C— 
C. E. Harrington, 
investment man- 
ager Woman’s 
Benefit, Port 
Huron, Mich; 
John C. Faulkner, 
investment man- 


bors, Rock Island, 
TIll.; De E. Brad- 
shaw, finance com- 
mittee chairman 
W.0.W., Omaha, 
and Joseph E. Re- 
ault, in charge of 
Maccabees public 
relations and bond 
investments. 








member, each receiving a small mem- 
bership card which would serve as 
visible proof of his professionalism. 

Provision also would be made for or- 
ganizing 10 or more local chapters. Mr. 
Little pointed out that while the field 
managers discuss principally manage- 
ment problems, the F.I.C. people are 
more interested in sales techniques than 
procedures. 


W.O.W. Field Manager Talks 


Field workers should pay for a part 
or all of sales aids provided for them. 
. R. Sims, field director W.O.W., 
Omaha, declared in the forum on “Sales 
Aids.” “With his money invested, he 
will use them more judiciously and to 
greater advantage. If they are made 
entirely free, some representatives will 
want them by the bushels and hundreds, 
and invariably these workers are the 
lower volume producers.” 

Mr. Sims commented the F.I.C. course 
of the Field Managers Assn. is admir- 
able; home office publications are help- 
ful in this education effort, and there 
are many good books on salesmanship 
and insurance selling. Daily newspapers 
and magazines should be read. Pamph- 
lets and descriptive material from home 
offices are essential. There are many 
and varied advertising aids of societies. 
Careful selection is needed, for there 
is too much of all this material; the 
field men could spend all their time just 
trying to carry out the suggested plans. 
This responsibility of selection falls on 
the field department. 


Talks on Public Relations 


In the panel on “Sales Aids,” Mary 
Baird of Women’s Benefit, Port Huron, 
Mich., discussed public relations. In- 
surance facts must be simply stated by 
societies’ field representatives, must be 
truthful and, above all, not capable of 
misinterpretation, she said. The im- 
pression made on the public has an im- 
portant bearing on its willingness to 
listen to the fraternal story. If a society 
has an unfavorable record of perma- 
nency among new members, it is cer- 
tain they have not been welcomed or 
treated right by the local group. “The 




















new member is our tenderest plant,” 


field workers toward new members is 
an important factor in setting the mem- 
bers’ attitude toward the society, lodge 
activities, and even the fraternal insti- 
tution. The lodge should radiate fra- 
ternity, and the presiding officer can 
wield strong influence in making good 
feeling an actuality. If he is a good 
leader he will have a program of co- 
operation with field workers and also 
set up a committee to contact new mem- 
bers and make them feel at home. 

Mr. Midkiff said there is some dislike 
of initiation among new members, and 
he suggested having instead a reception 
in the local lodge. 

In a fraternal society this friendly 
treatment of new members has strong 
effect on conservation of the ‘benefit cer- 
tificate. Viewed from this angle, he said, 
lack of interesting entertainment and 
other activities in the local lodge may 
be responsible for high lapse rate on 
the insurance, and good refreshments 
and broad activities easily may minimize 
lapse. In addition to a good initial job 
of selling, friendly acceptance of a new 
member and his wife into the social, fra- 
ternal group is a powerful preventive of 
lapsation. 


Take Part in Panel 


Joseph Wiedemann, Catholic Order of 
Foresters, Chicago, in the “Sales Ideas 
panel, spoke for increasing the knowl- 
edge of field workers regarding all cer- 
tificates sold and the home office proc- 
esses in issuing them. There should be 

(CONTINUED ON NEXT PAGE) 








Three officers of Ladies Catholic Be- 
nevolent, Erie, Pa., snapped in Field Man- 
agers session: Margaret M. Carroll, su- 
preme recorder; Katherine Stanton, Cleve- 
land, supreme trustee, and Mrs. Rose 
Callahan, Batavia, N. Y., editor. 
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a well organized prospecting program 
calculated to develop enough informa- 
tion prior to the first interview so that 
a plan of insurance and amount can be 
recommended. Careful and proper sell- 
ing is an asset both to worker and so- 
ciety. 

Harold ‘Allen, publicity director of 
Fidelity Life, Fulton, Ill, spoke about 
sales literature. Field workers appre- 
ciate and use such literature more if 
they have to pay something for it. In 
merchandising such literature there must 
be a program to follow. It should be 
explained to workers to win serious con- 
sideration. Survey after literature has 
been distributed to determine who are 
or are not using it is necessary. If 20% 
use it, this is considered a good figure. 

Mr. Allen predicted selling will be- 
come more difficult and competition for 
the buyer’s dollar much keener. This 
trend has been noted recently by all 
sales organizations. 

J. R. Sims was chairman of the panel 
on “Sales Aids” in the morning, and 
Thomas O. Hertzberg, field director of 
Fidelity Life, Fulton, Ill., the panel on 
“Sales Meetings” in the afternoon. He 
introduced the subject and told some- 
thing of Fidelity’s practices. Its meet- 
ings are practical and devoted mainly to 
discussion of field problems and explana- 
tion of society affairs, what it is trying 
to do, what are its underwriting prob- 
lems. 


Parker New Head 
of Medical Group 


C. B. Parker, medical director of In- 
dependent Order of Foresters, Toronto, 
was elected president of the N.F.C. 
medical section at the annual gathering. 
He succeeds Dr. Hada M. Carlson, 
medical director of Royal Neighbors, 
Rock Island, II. 


Other new officers include: first vice- 
president, Dr. H. R. John, Maccabees, 
Detroit; second vice-president, Dr. L. 
E. Haentzschel, Aid Assn. for Luther- 
ans; secretary-treasurer, Dr. E. A. An- 
derson, Modern Woodmen, Rock 
Island, IIl., reelected. 

W. J. Cordes, general counsel Retail 
Credit, Atlanta, spoke at a luncheon, 
and Dr. J. R. Conover, medical referee 
Equitable Society, Pittsburgh, discussed 
“Securing Medical Data,” and Dr. F. 
R. Bailey, Western Pennsylvania hos- 
pital, Pittsburgh, “Peptic Ulcer.” 

Administration of medical rules in the 
field was discussed by John R. Conover, 
medical referee of Equitable Society 
at Pittsburgh. The medical referee can 
be an expediter and thus contribute 
much to satisfaction of field people by 
doing everything to help complete the 
case quickly. Knowing the rules and 
maintaining adequate records help 
greatly in expediting cases. The referee 
also can be a powerful factor for the 
society or life company in buildng up 
and maintaining good will. 

The referee in the eyes of field rep- 
resentatives and applicants is a stand-in 
for the home office and may be the ob- 
ject of resentment. If he understands 
and can get along well with people, 
this materially helps. He also can con- 
tribute greatly to morale of agents by 
being as cooperative and friendly as 
possible while still maintaining high 
selection standards. 


Legal Section Is 
Headed by Allen 


Richard F. Allen, secretary of Stand- 
ard Life of Lawrence, Kan., was elected 
president of the law section of N.F.C. 
at the annual meeting. He succeeds E. 
W. Dillon of United Commercial Trav- 
elers, Columbus, who becomes past 
president, a definite post in N.F.C. sec- 
tions, which is advisory in character. 

Robert Bigelow, general counsel of 
Independent Order of Foresters, Tor- 
onto, becomes vice-president, and 
George H. McDonald of Modern 
Woodmen, Rock Island, Ill, was re- 
elected secretary-treasurer, a post he 
has held for several years. 

Mr. Allen for quite a few years be- 
fore the war was secretary-treasurer, 
and prior to advancement was general 
counsel of his society, a function which 
he continues to discha-ge. 

The program thus included several 
significant talks. 





Bradshaw Reminisces 
on Fraternal Law 








The passing of tha Old Fraternal So- 
ciety Law Assn. by its merger with 
the law section of 
N.F.C. brought 
from De E. Brad- 
shaw, board chair- 
man of Woodmen 
of the World, 
Omaha, some remi- 
niscenses on the 
legal aspects of 
fraternalism 
down through the 
years and the valu- 
able service 
rendered to the in- 
stitution by the law 
association and its 
many distinguished 

The passing of the old Fraternal So- 
ciety Law Assn. by its merger with 
members. The association was formed at 
Chicago Nov. 20, 1909, by 62 attorneys 
who represented societies. One of the 
principal founders was Thomas H. Can- 
non, now chairman of Catholic Order 
of Foresters, Chicago, past secretary of 
N.F.C., and president in 1909-1910. 

Full interpretations of the legal side 
of fraternal certificates and the law 
relating to fraternal societies had not 
been given at that early date. The 
N.F.C. law section had been organized 
in August, 1901, and although it had 
given valuable service in the interim 
there was an increasing number of im- 
portant law questions affecting frater- 
nals that had arisen. 


De E. Bradshaw 





Maccabees Dignitaries Take 
Part in Field Meeting 


John P. Stock, president of Macca- 
bees, and Peter Wiggle, secretary-treas- 
urer and trustee, participated in a dinner 
at Pittsburgh which was attended by 
a large number of the Pennsylvania field 
contingent of that society. Mrs. Ulma 
Moss, juvenile director, attended from 
Detroit, and Ruben Young of Dallas, a 
trustee and great commander of Texas 
in charge of field work for the state, was 
present. 





New officers of 
Fraternal Field 
Managers Assn. — 
Joseph Spencer, 
Protected Home 
Circle, president; 
J.R. Sims, W.0.W., 

aha, vice-presi- 
dent; John 

Little, Maccabees, 

secretary-treasurer ; 

Benz, Aid 

Assn. of Lptherans, 

retiring president. 





W. Cable Jackson, Modern Woodmen; A. A. Porterfield, Equitable Reserve; Thomas O. 
Hertzberg, Fidelity Life, and J. Fofara, Polish National Alliance, directors. 























YEARS AGO 


Nine women met in Council Bluffs, lowa, on November 28, 
1888 and founded Royal Neighbors of America. The organiza- 
tion they formed met occasionally until 1889 when the club was 
definitely organized as a secret social society. The next year the 
name Royal Neighbors of America was adopted. Then on March 
21, 1895 the group was chartered as a fraternal life insurance 
society. 


TODAY 


Royal Neighbors of America today ranks as one of the leaders 
of the legal reserve fraternal life insurance system, the idea of 
nine women, in the intervening 60 years, having expanded until 
the society's sound protection now covers more than a half mil- 
lion women, men and children. Royal Neighbors of America has 
admitted assets of more than $120,000,000 and life insurance in 
force of $383,000,000, these statistics dramatizing 60 years of 
steady progress. 


Roya Neicusors oF AMERICA 











SUPREME OFFICE ROCK ISLAND, ILL. 











AN INFLUENCE FOR GOOD... 


For 57 of the 75 years of Fraternalism in America and 
throughout nearly all the history of the National Fraternal 
Congress, the Woodmen Circle has widened its circle of 
friendship, increased its fraternal activities among women 
and girls throughout America. 


The Woodmen Circle values the association and cooperative 
efforts of the National Fraternal Congress. We shall con- 
tinue to lend our efforts to the further promotion of Fra- 
ternal Protection and security that our societies offer. 


SUPREME FOREST 
WOODMEN CIRCLE 


OMAHA, NEBRASKA 


Dora Alexander Talley, Clara B. Cassidy, 
President Secretary 
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Jeanie Willard Takes N.F.C. Helm in Crucial Time 


(CONTINUED FROM PAGE 26) 





W., Omaha, installed Mrs. Willard in 
a ceremony Thursday afternoon. He is 
a past president of N.F.C. The Mc- 
Keesport, Pa., Woodmen Circle team 
served as his escort. 

Greetings in the first general session 
were extended by Commissioner Mal- 
one, Mayor Lawrence, H. W. Teamer, 
secretary-manager Pennsylvania Insur- 
ance Federation; John Eibeck, president 
Pennsylvania Congress, and C. F. 
Savoie, president Canadian Fraternal 
or re with response by Mrs. Wil- 
ard. 

T. W. Midkiff, head of W.O.W., 
Denver, the retiring N.F.C. président, 
gave his annual message. There was a 
banquet Wednesday night, with G. H. 
Watkins, secretary Pennsylvania sen- 
ate, as speaker. 

During progress of the convention, 


representatives of the Pennsylvania de- 
partment conferred with N.F.C. execu- 
tives and especially leaders of societies 
operating in the state, over terminology 
of certificates. It appears a department 
official considers use of “certificate” for 
“policy,” “assessment” for “premium,” 
etc., contrary to the law and had taken 
a rather firm stand. It was hoped this 
could be ironed out. Commissioner 
Malone was in Pittsburgh Wednesday, 
the day after the conference on this 
issue, and it is likely no real difficulties 
with the department will arise. 

The additional requirement in all 
states of the supplement to the valua- 
tion report similar to that which has 
been required for a number of years by 
New York, Pennsylvania and Ohio, was 
commented on by Richard A. Anderson 
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$717,500,000 Paid in Benefits 





Assets exceed $146, 700,000 





$529,000,000 Insurance in Force 
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A Sign You Can Believe In 


SECURITY * PROTECTION - GOOD FELLOWSHIP 





Legal Reserve Fraternal Life 
urance 





Operates Tuberculosis 
Sanatorium 
at Black Mountain, N. C. 


309 W. Jackson Bivd. 








Service Free to Members 





Service at special rates also 
available to afflicted members 
of other societies. 


Chicago 46, Ill. 

















of Protected Home Circle, chairman 
of the committee on revision of blanks, 
in his annual report. 

The committe concluded that fra- 
ternals eventually will be required to 
furnish a gain and loss exhibit, and the 
special committee will prepare an an- 
nual statement blank containing this 
feature and eliminating the junior an- 
nual statement blank. 

The matter of licenses for field work- 
ers is causing considerable concern and 
the issue must be 
fully faced and sat- 
isfactorily solved, 
Herbert G. Benz, 
field director Aid 
Assn, for Luther- 
ans, Appleton, 
Wis., reported as 
chairman of the 
field work commit- 
tee. A new study 
program of the 
field managers or- 
ganization is de- 
signedtohelp 
remedy this situa- 
tion and Mr. Benz 
said it may enable workers to qualify 
for a license in any state. 

The committee, as well as the manag- 
ers group, is much interested in estab- 
lishment of fraternal study courses in 
colleges as this will supplement the man- 
agers’ study course and F.I.C. designa- 
tion which already has been gained 
by 667 field workers. More and better 
training of its salesmen is the goal of 
fraternalism. As a part of this project, 
Mr. Benz noted the proposal to estab- 
lish an F.I.C. section of the field man- 
agers’ group and also the revised rules 
and regulations for F.I.C. including 
basic and advanced courses. 


I.0.F. Executive Talks 


Youth is the first thing that must be 
considered, Tom Robertson, past su- 
preme ranger of Independent Order of 
Foresters, Toronto, declared in the 
opening general session Wednesday in a 
talk on “First Things First.” He re- 
ferred not only to young people who 
were in the organization but those out- 
side. Mr. Robertson said it is a source of 
great gratification that there has been 
set up in the N.F.C. a junior member- 
ship committee which is operating ac- 
tively under William G. Fisher of 
Lutheran Brotherhood, Minneapolis, as 
chairman. 

Mr. Robertson said  fraternalists 
should not forget that their societies 
are made up of people, not merely pol- 
icyholders. He suggested the possibility 
that some society executives may have 
become so absorbed with acquiring in- 
creased business and building up assets 
that they have neglected their greatest 
asset, the people. 

The societies’ greatest strength lies 
in the people ‘and the extent to which 
they are behind the societies. 

Mr. Robertson said society heads 
should go to a great deal of trouble 
to see that their field men really master 
the art of working on and through the 
people, and study to get the most pos- 
sible out of members. 





Benz 


Herbert G. 


Reports on Membership 


United Russian Orthodox Brother- 
hood was admitted to membership in 
National Fraternal Congress during the 
last year, John J. Kennedy, secretary- 
treasurer of Railway Mail Assn., Ports- 
mouth, N. H., chairman of the N.F.C. 
membership committee, reported.- The 
committee talked with two prominent 
societies which have not yet become 
members of N.F.C., but perhaps these 
societies will join. He feels the com- 
mittee did good work which may bring 
recruits later on. He especially lauded 
Foster F. Farrell, N.F/C. managar, 
for his fine cooperation and assistance 
in the committee’s work. 

Continued cooperation with the joint 
committee representing the insurance in- 


Mrs. Floyd E. Johnson, Mason City, Ia.; 
Mrs. Harriette M. Ridgeway, wife of the 
Equitable Reserve secretary and actuary, 
Neenah, Wis., and M. L. Ridgeway, her 
husband. 
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dustry and the commissioners as _ the 
best means of maintaining intimate con- 
tcat with proposals for valuation of se- 
curities was recommended in the report 
of the committee on security valuations 
read by E. Harrington, Woman’s 
Benefit, Port Huron, Mich., the chair- 
man. Mr. Harrington is an alternate on 
the special committee appointed by 
President Midkiff to study this ques- 
tion, whose members are De E. Brad- 
shaw, chairman W.O.W., Omaha, and 
J. M. Fitzsimmons, treasurer Modern 
Woodmen, Rock Island, III. 

The committee on general welfare, 
through Margaret Walker, Royal Neigh- 
bors, Rock Island, chairman, reported 
three recommendations to the congress 
for adoption: (1) That surveys be made 
yearly to determine monetary value of 
benevolent work of all local units of so- 
cieties in the N.F.C. and of welfare ac- 
tivities administered by the societies’ 
head offices; (2) that these surveys be 
made the specific function and responsi- 
bility of the committee on general wel- 
fare, and (3) that if amendment of the 
N.F.C. constitution is required, action 
should be taken to this effect. The com- 
mittee feels it is important to ascertain 
each year the financial outlay by the so- 
cieties in charitable, patriotic and educa- 
tional work within and outside of their 
memberships, and that such statistics 
will be invaluable. Two questionnaires 
intended to be sent to societies to de- 
termine their financial outlay on benevo- 
lent work were prepared. 


Calls Lodge System Workable 


The lodge system can be made to 
work if fraternalists will work the lodge 
system, H. B. Kennedy, medical director 
W.O.W., Omaha, told the state con- 
gresses section. He believes implicitly 
in the lodge system and feels it has done 
more good in this country than any 
other institution. In order to make it 
work, fraternal leaders must have faith; 
“lip-loyalty” will not perform the job. 
It cannot be done by an executive man- 
ager who is not sold and does not be- 

7 (CONTINUED ON PAGE 36) 








Ethel M. Hayford, Woman’s Benefit, 
Detroit, Mich., field director; Alex 0. 
Benz, president Aid Assn. of Lutherans, 
Appleton, Wis., and Herman L. Ekern, 
president of Lutheran Brotherhood, 
Minneapolis, listening to Field Managers’ 
program. 
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Devotion fo Service 
fo Public Task of 
New Administration 


Faithful Filling of Needs 
Believed Sufficient Justifi- 
cation for System 


PITTSBURGH—The fraternal bene- 
fit system, combining life, accident, 
health and _ hospitalization insurance 
with the lodge system and its accom- 
panying emphasis on the other human 
values, such as a full social and civic 
life, the inculcation of sound- American 
principles and teaching the democratic 
form of government, is believed by some 
of the great leaders of fraternalism to 


have a secure place in American life, 
even though the system in some re- 
spects may not have been too efficient 
in a business way. 

The fraternal system of course is a 
competitor of the old line mutual and 
stock life and A. & H. companies, for 
it does sell insurance to members. There 
are some highly efficient fraternals 
whose chief officers are thoroughly 
competent business men, even though 
there are some who still hark back to 
the good old days when heading a so- 
ciety was more an honor than a re- 
sponsibility. 


Younger Blood in Congress 


Growth of a consciousness of its ob- 
ligations and opportunities in this mod- 
ern complex world of practicalities ad- 
mittedly has been slow in the institu- 
tion as a whole, but now it is beginning 
to measure up to its responsibilities. 
There is much young blood in the 
N.F.C. and its societies. Witness aboli- 
tion the move—though unsuccessful— 
to change the traditional press section 
programs and retitle the section as the 
“Promotional” section, which would 
cover all manner of sales promotion lit- 
erature, sales aids to field workers, etc., 
as well as house organs, and the new 
exhibit of such material which appeared 
for the first time this year, as well as 
the exhibit of junior activities material. 

There are a number of serious threats 
to operation of the system which lie 
on the horizon, including the ever- 
present but increasingly serious ones 
of taking away the tax-exempt status 
under state laws on the theory now 
fraternals are just as commercial as old 
line companies, and similarly the per- 
sistent effort to license their field work- 
ers and require a fee as well as tests 
for qualification. 


Not Fearful of Outcome 


Yet, congress leaders believe such 
threats will be avoided if the institution 











Ben Hur Life officials: A. L. Saulmon, 
President, and Ralph Bonnel, actuary. 
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meets the challenge of the times and 
renders a thorough service to the pub- 
lic, filling a basic need. It is felt the 
societies enjoy an advantage due to the 
warm, personal character of their serv- 
ice which old line companies miss be- 
cause of their impersonal approach. 

Further, fraternal societies can mus- 
ter, as they have proved in the past to 
the confusion of politicians, powerful 
influence against adverse legislation 
through appeals to members. This is a 
very practical threat to political lead- 
ers, who have great respect for the 
wishes of the electorate and listen at- 
tentively to pleas which are made in 
large volume. 


Fred Johnson Is 
Advanced to Chief 
of Section 


There must have been too much scat- 
tering of interest this year during the 
meeting of various sections Tuesday, 
for the presidents section meeting was 
sparsely attended in spite of a fine pro- 
gram. So marked was this lack of audi- 
ence that Samuel H. Hadley, N.F.C. 
past president (1936-1937), head of Pro- 
tected Home Circle and a man of strong 
convictions and forceful expression, in 
installing the new officers charged them 
with developing enough interest to make 
maintenance of the section worthwhile; 
else, he said, it should be disbanded. 

The new president is Fred A. John- 
son, head of Royal ‘League, Chicago. 
Election to this post generally is un- 
derstood to mean taking a big step up- 
ward, with selection as vice- 
president next year as the custom, and 
president after that. Mr. Johnson has 
been very energetic in N.F.C. work. 

The other officers are: Alex. O. Benz, 


Aid Assn, for Lutherans, past presi- 
dent (retiring president); first vice- 
president, Mrs. Mary E. McCullough, 


Women’s Catholic Order of Foresters, 
Chicago; second vice-president, A. L. 








Malone Warns of 
Communism in 
Fraternal Groups 


Communism has infiltrated some fra- 
ternal benefit societies, Commissioner 
Malone of Pennsylvania warned the 
N.F.C. convention Wednesday in ex- 
tending greetings, and the institution 
should work with the commissioners to 
stamp it out. The inroads have been 
made especially, and very naturally, in- 
to foreign language fraternals. He de- 
clared International Workers Order of 
New York City has as its principal 
purpose spread of communjsm, and 
only secondarily conduct of a fraternal 
society. 

“I don’t want to create the impres- 
sion I think communism is rampant in 
fraternalism,” he said. “It isn’t; but 
because they are relatively few in num- 
ber that’s the way communists work. 
They are crusaders, they live, eat and 
work communism; they are smart, sly 
and cunning. They like to worm their 
way into organized labor and fraternal 
‘groups, and there is no group or inter- 
est whose principles are more opposed 
to communism than fraternalism.” 

He said all societies should revise 
their constitution and bylaws to bar 
communists as members and officers, 
and cautioned that the technique is to 
gain control of newspapers to spread 
their “insidious doctrine”. Departments 
must, he said, consider legislation to 
give commissioners power to act where 
the facts warrant. 

Mr. Malone said communism would 
injure societies and policyholders. He 
urged societies’ organs, for the same 
reason, not be used for political pur- 
poses because of factional disputes and 
long enmities created. 


Saulmon, Ben Hur, Crawfordsville, IIl.; 
secretary-treasurer, Bertha C. McEntee, 
Ladies. ‘Catholic Benevolent, Erie, Pa. 
Dr. J. O. Christiansen, superintendent 
of University of Minnesota school of 
agriculture, in a talk on “Our Part in 
These Times” said persons who blame 
the times and objectionable develop- 
ments should examine themselves to 
determine whether they were respons- 
ible by actual acts or the failure to take 
any action. These are truly critical 
days, yet, surprisingly, many people if 
they were to lose their jobs or die 
would not have any provision for tiding 
them or their families over the emerg- 
ency, such as by life insurance. 
National ‘security, he believes, rests 
not on national things but on a sense 


of trust and confidence in the way 
things are being run, as well as upon a 
strong spiritual faith and deep moral 
convictions. 

President Benz in his ania’ report 
declared he expects continuing prosper- 
ity. The fraternals have gained in re- 
sources and influence, but, he said, they 
must carry the story of fraternal insur- 
ance to the general public in a more 
effective way. 

“The menacing taxation situation is 
a reality,” he warned. “Fraternals can 
meet this challenge only through edu- 
cation of the people. They must be 
informed about the advantages of fra- 
ternal benefits insurance. It must be 
better sold to the nation and its true 
picture properly presented.” 








Benefits paid $95,319,316.84. 


Thomas H. Cannon 
Chairman of the Board 





CATHOLIC ORDER OF FORESTERS 


65 years of steady growth serving 
Catholic homes of the United States and Canada 


As of December 31, 1947 
Total combined membership 159,524 
Insurance in force $159,297,855.00 
Assets $47,964,357.68 
Donations to Church, Charity, Education, Relief $15,000,000.00 


George H. Crowns 
High Secretary 


Available territory for experienced Catholic insurance representatives. 


Address Thos. R. Heaney, 30 No. LaSalle St., Chicago 2, Ill. 


Thomas R. Heaney 
High Chief Ranger 














PROTECTED HOME CIRCLE 


SHARON, PA. 


FOUNDED IN 1886 


A Legal Reserve Fraternal 





Insurance Society 





Ss. H. HADLEY 
Supreme President 
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L. D. LININGER 
Supreme Secretary 
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Old Fund Restriction 
Attacked by Knight 


There is no sound reason fundamen- 
tally for retention of the old provision 
in most state laws limiting transfer of 
sums from mortuary to expense funds 
of fraternals, Landon A. Knight, general 
attorney of Royal Neighbors, Rock 
Island, Ill., declared in his paper on state 
laws affecting the societies. This restric- 
tion has been burdensome, holding back 
development of many societies and cul- 
minating not long ago in the citing of 
Knights of Columbus by Commissioner 
Harrington of Massachusetts. 

The general provision, still found in 
laws of 21 states, is that the purpose of 
certificate payments shall be specifically 
stated and also the proportion to be used 
for expenses, and no part of the money 
collected for mortuary or disability pur- 
poses or net accretions thereof shall be 


used for expenses, Old line life com- 
panies are permitted considerable lati- 
tude in transferring funds. The fraternal 
restriction makes for rigidity of opera- 
tion and often creates difficult situations. 


Outlines Present Situation 


Eight states do not have such a re- 
striction, Mr. Knight said; seven have 
none except for societies which are not 
100% solvent; six specifically provide 
tha accumulated funds in excess of re- 
quired reserves may be used for expense 
purposes within the society’s laws, and 
seven have substantially the same limi- 
tations as in the New York conference 
bill except that transfer of mortuary 
funds or their accretions to pay certain 
expenses are authorized under certain 
conditions. 

Action to modify the restriction prob- 
ably has been delayed because commis- 
sioners have construed the provision to 
permit transfer from mortuary fund ac- 
cretions of sums to pay investment ex- 
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penses of such funds. However, several 
years ago this view was contested at 
law by the Massachusetts commissioner 
and upheld by the state supreme court. 


Restriction Now Archaic 


Mr. Knight said in the early days of 
fraternalism there may have been some 
reason for this provision when premium 
rates of societies were not scientifically 
determined and few societies were actu- 
arially solvent but today this archaic 
provision is improper and unsound. 

Strict segregation of funds is unfair 
discrimination against fraternals, Mr. 
Knight said. Some societies have been 
placed in the “fantastic position of being 
compelled to levy an extra assessment 
or increase rate of assessment to repair 
a deficit in expense funds, while at the 
same time paying dividends from a huge 
surplus accumulated in mortuary funds.” 
He finds all funds of a society are trust 
funds held for members and there is no 
logical reason to prohibit by law using 
surplus for necessary expenses. 

Mr. Knight distributed a pamphlet ex- 
haustively analyzing the fraternal laws 
of the various states. He is a past chair- 
man of the N.F.C. law committee. 


Underwriting Tips 
Given by Hittle 


If a man is a “sharpie” or an out- 
right crook in business, he probably will 
treat the life insurance company the 
same way, Kenneth I. Hittle, assistant 
actuary Farm Bureau Life, Columbus, 
told the Fraternal Actuarial Assn. at 
its annual meeting in a talk on under- 
writing. He said criticism’ of this type 
of man always is a warning signal and 
the underwriter should be on the alert 
for speculation in such cases. 

Mr. Hittle spoke on the subject of 
“Moral Hazard and Habits”. He said 
of the various categories mentioned 
drink habits are the only ones wherein 
companies have come to fairly close 
agreement as to ratings, and they have 
not come too close. 

‘Moral hazard includes habits and 
personal and business character of ap- 
plicant, including drink, drugs, sex, busi- 
ness, living, personal character and busi- 
ness character. There is much inter- 
locking of these. 





Sex Factor Troublesome 


Sex is the hardest item to evaluate 
and prove. Business and personal char- 
acter frequently are interchangeable. 
Moral hazard in life insurance means 
disregard for rights of others. 

It is easy to understand how a medi- 
cal impairment would shorten a per- 
son’s life, but not so obvious how a poor 
financial record, overinsurance or irregu- 
lar sex indulgence would cause an un- 
favorable effect on longevity. Yet, if 
applicant lies, cheats, or cuts corners 
in business or personal life, how can 
the insurance company rely on the truth 
of his answers in the application? Ap- 
plicants who are criticized for irregular 
sex morals seem to make up quite a 
percentage of cases involving moral 
hazard. The biggest trouble seems to 











Foster F. Farrell, manager and secretary- 
treasurer of N.F.C., Chicago, conferring 
with T. W. Midkiff, head of .0.W., 
Denver, the retiring N.F.C. president. 


‘ they operate in this 





Group of Maccabees—John E. Little, 
field director and actuary; Earl R. Kline, 
district manager at Quaker Town, Pa., and 
Ray D. Robinson, Pittsburgh, Pennsylvaria 
great commander and national trustee. 





come from borderline applicants whose 
indiscretions are discreet. 

When a purchaser is persuaded to put 
as much as 20% of earnings into 
purchase of life insurance, the con- 
clusion is inescapable the sale was not 
too difficult. This 20% formula has 
been used as a maximum limit by under- 
writers for many years, and is used by 
some companies today but based upon 
income before payment of income taxes. 
It is graded, Mr. Hittle said, by a good 
many companies to 15% or less when 
applicant’s income is less than $5,000. 

Mr. Hittle suggested on gross incomes 
of $25,000 to $50,000 a 15% figure should 
be used, and on excess over $50,000 
only 10%. 


Urges Concentration 
on Fraternalism 


Legal reserve fraternals should be 
truly fraternal in their operations, W. C. 
Braden, secretary 
of Woodmen of 
the World, Omaha, 
told the secretaries’ 
section in an ad- 
dress on “Let’s Be 
Fraternal.” They 
should be fraternal, 
he said, because 
the law requires 


certain way in 
order to enjoy the 
benefits of classifi- 
cation as fraternals. 
At present they are 
exempt from taxa- 
tion since they are organized not for 
profit, for charitable and benevolent 
purposes. 

Mr. Braden said legislatures and in- 
surance departments are complaining 
that many organizations operating as fra- 
ternals are failing to practice fraternal- 
ism and comply with statutes. He 
stressed that no member of N.F.C. 
should be permitted to jeopardize the 
rights and privileges of all by failing 
to meet legal requirements. 


Urges Revised Standards 


(Mr. Braden recommended that N.F.C. 
revise its standard of eligibility for 
membership so that no society can be- 
long to or became a member unless it: 
(1) Writes all present and future busi- 
ness on a modern mortality table and 
uses rates based on interest assumption 
which will avoid need for extra assess- 
ments. (2) Requires subordinate lodges 
to hold stated or regular meetings at 
least once a month. (3) Requires all 
new members to be balloted on and ad- 
mitted to subordinate lodges and initi- 
ated with prescribed ritualistic cere- 
monies. (4) Adopts a truly representa- 
tive form of government. (5) Adopts 
and carries on a fraternal program en- 
titling it to be classified as a charitable 
and benevolent society. 

He said the societies cannot afford to 
lose the special benefits and immunities, 
which include: (1) Property, both real 
and personal, belonging to the local 
lodges as a rule is entirely exempt from 
payment of all city, district, county and 
state taxes so long as it is not used 
for extraneous or commercial purposes; 
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(2) Permits or licenses ordinarily are 
readily obtainable without cost by the 
Jocal lodges or chapters for perform- 
ances or undertakings intended to raise 
money for charitable or fraternal pur- 
poses or for the building, improving or 
equipping of the lodge halls or homes; 
(3) Exemption from all state and fed- 
eral income taxes; (4) Exemption from 
all premium taxes which otherwise 
would require the societies to pay from 
2 to 4% on all premiums or installments 
collected from members in all the states 
in which the societies operate. 


Press Section Name 
Is Retained; New 
Officers Elected 


Effort to enlarge the scope of the 
press section appears to have bogged 
down with rejection of a proposal made 
in the annual report of President H. G. 
Benz, Aid Assn. for Lutherans, to 
change the title to something like “pro- 
motional” section in order to recognize 
a drift toward topics having to do with 
sales promotion activities of societies 
as well as the house organ work which 
for many years has been the chief in- 
terest of the section. 

Mrs. Jeanie Willard, the president- 
to-be of N.F.C., visited the press sec- 
tion Tuesday afternoon as a committee- 
of-one to oppose the modernization 
move. This was unnecessary, for the 
special committee headed by F. B. 
Mallett, Protected Home Circle, which 
had studied the project, reported the 
word “promotional” might be misunder- 
stood to include field workers, and also 
it appeared likely effort to change the 
title would result in the whole project 
being passed to the N.F.C. executive 
committee. 

This flurry arose over introduction 
into the press section this year of the 
new idea of having a program of ex- 
hibits and discussion of societies’ sales 
promotional material as well as house 
organs. It is not clear whether this. 
innovation will be continued next year. 

The traditional section breakfast was 
passed up this year, and this action 
brought forth a resolution by H. L. 
Rosenberg of W., Omaha, that 
it be resumed next year, which was 
adopted vociferously. 

New officers elected are: President, 
Bessie Kubanis, Royal League; vice- 
president, Michael Roman, Greek Cath- 
olic Union, Munhall, Pa.;° secretary- 
treasurer, Kate K. Miller, W.O.W., 
Denver; members of executive commit- 
tee, Mrs. Mary Kaudy, W.C.O.F., Chi- 
cago; Mabel Clare Ladd, Gleaner Life, 
Chicago; Mr. Benz; . R. Freitag, 
Modern Woodmen, Rock Island, IIL; 
Harold Allen, Fidelity Life, Fulton, III. 

An ovation was given Mary Baird, 
Woman’s Benefit, Port Huron, Mich., 
who attended her first press section 
meeting in 1917 and admits to having 
been secretary-treasurer for over 30 
years. She begged to be passed up in 
the nominations as her society and fam- 
ily duties demand she ease off. A reso- 
lution was adopted to present Mrs. 
Baird a “very, very, very adequate” 
present of appreciation for her long 
service. 











Lincoln National, Ft. 


John Phelps, 
Wayne, Ind.; Dr. Hada M. Carlson, medi- 
cal director Royal Neighbors, Rock Island, 
Ill., and Paul N. Mantz, also of the Lincoln 
National home office. 


Secretaries Advance 


Judge Crowns of 
C.O.F., Chicago 


Judge George H. Crowns of Catholic 
Order of Foresters, Chicago, was ad- 
vanced to president of the secretaries 
section at the annual meeting. Mrs. 
Clara B. Cassidy of Woodmen Circle, 
Omaha, is the retiring president and 
was elected past president. 

Otto Hanson, secretary and field 
manager of Independent Order of Sirth- 
iod, Chicago, was named vice-president 
and Miss Josephine Weigh, Women’s 
Catholic Order of Foresters, becomes 
secretary. 

On the executive committee go J. H. 
Abrahams, Security Benefit, Topeka, 
and Fred C. Mueller, Lutheran Brother- 
hood, were named on the executive com- 
mittee, as was Mrs. Cassidy. 

President Midkiff of N.F.C. gave 
the greeting. A memorial was read for 
Miss Erna M. Barthel, Royal Neigh- 
bors, and Mrs. Kate S. Holmes, Degree 
of Honor, by Mrs. Clara B. Bender, 
secretary of the latter society and 
N.F.C. past president. 


State Congressés 
Section Elects 


New officers of the state congresses 
section are: President, Helen Wold, 
New Jersey congress, Lyndhurst; 1st 
vice-president, Louise Patrick, Penn- 
sylvania congress, Philadelphia; 2nd 
vice-president, Leland Bayley, New 
York congress, Syracuse; secretary- 
treasurer, N. T. Newberry, North Caro- 
lina, Charlotte; executive board—L. T. 
Shauer, Illinois, Chicago; Elmer An- 
derson, Wisconsin, Eau Claire; Nancy 
Sasser, Alabama, Montgomery; Carl 
Biebers, Texas, San Antonio. 
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$307.83 Assets for every $100.00 of Liabilities 


The membership has doubled in 
the last five years— 


Salesmen, business and profes- 
sional men are eligible. 


If you are not a member—you are 
cheating yourself. 


MORE INSURANCE — MORE SERVICE 
MORE REAL FRATERNALISM 


The United Commercial 
Travelers of America 


632 North Park Street Columbus, Ohio 
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N.F.C. Manager Boils 
on Iowa Situation 


Considerably more spice appeared in 
the annual report of its secretary-treas- 
urer-manager by 
Foster F. Farrell 
than usual, par- 
ticularly whinging 
around the state- 
ment of a deputy 
commissioner of 
Iowa in August 
which was circu- 
lated by news serv- 
ices that “we all 
agree that fratern- 
als in general 
should mutualize 
and quit hiding 
under antiquated 
beneficial statutes.” 

Mr. Farrell recommended that when- 
ever adverse remarks or insinuations 
such as this are directed against the 
merits of the fraternal benefit system, 
or anyone in authority, a representative 
of N.F.C. promptly ‘should call on the 
individual responsible and demand an 
explanation and a retraction. “Such un- 
wholesome remarks never should be 
ignored nor tolerated,” he said. 


Congress Takes Firm Stand 


Mr. Farrell said the N.F.C. could 
have assumed the attitude of not bother- 
ing to deny the Iowa deputy’s state- 
ment because similar remarks.had been 
made many times before and soon for- 
gotten. “Instead, we felt this state- 
ment could not go unchallenged,” he 
commented. Mr. Farrell and Lendon 
A. Knight of Royal Neighbors, Rock 
Island, Ill.,° went to Des Moines to 
confer with the Iowa department chief 
deputy and general counsel. “We were 
proud to represent you as responsible 
fraternal benefit societies,” he said, “and 
we shall in the future refute any state- 
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Experienced Representatives Wanted. 


Men and women. If interested, write 


BEN HUR LIFE ASSOCIATION, Crawfordsville, Ind. 





























36 


NATIONAL FRATERNAL CONGRESS ZeNATIONAL UNDERWRITER 


October 1, 1948 


————. 





—== 








ment detrimental to the fraternal system 
when there is no cause for criticism.” 

He noted the considerable increase in 
almost all items in operating the head- 
quarters office, and due to the heavy 
legislative program in 1949, he said it 
seems a certainty N.F.C. again will 
exceed its budget and pile up a deficit 
as it did in 1947, even though the dues 
since were increased. 

He commented on the wage and hour 
board ruling in Washington that lodge 
secretaries of Modern Woodmen were 


subject to the 40-hour work week and 


would have to maintain time records 
N.F.C. felt this would be extended to 
affect all societies and so a special com- 
mittee conferred twice in Washington 
in an effort to have the ruling rescinded. 
The matter was postponed to next year 
by the board, which is studying the case. 
N.F.C. will be represented at future 
hearings. A brief was filed by George 
McDonald, Modern Woodmen, chair- 
man of the special committee, appraising 
the fraternal setup and arguing that 
lodge secretaries should be exempted 
from the ruling. 








Jeanie Willard Takes N.F.C. 
Helm in Critical Time 

(CONTINUED FROM PAGE 32) 
lieve in the lodge system. “It is not a 
joke and must not be taken lightly,” he 
said. Dr. Kennedy questioned whether 
fraternal leaders have taken enough in- 
terest in the lodges and have seen to it 
there were proper presiding officers and 
secretaries. 

He feels more room should be made 
for the younger people, for frequently it 
has been found when lodge officers have 
been reelected for many years, member- 
ship and interest in the lodge have dwin- 
dled. The lodge can be made a power- 
ful weapon against juvenile delinquency. 
“The fraternal system of life insurance 
as exemplified by our lodge system does 


not appreciate its strength in the com- 
munity and the nation. There is a vast 
difference between an organized group 
and a mob,” he said. 


Public Relations Work 


James G. Daly, editor of United Com- 
mercial Travelers, Columbus, in report 
as public relations chairman, told of 
the study of public benefactions ren- 
dered by member societies, which re- 
sulted in sending out press releases 
telling the story. All fraternal magazines 
were read to disclose material which 
could be used for press releases. There 
also was considerable effort to secure 
radio time. Mr. Daly was disappointed 
with results but feels something can 
be done toward selling the idea of fra- 
ternalism to the whole country. 
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Satisfied Field Representatives 
Get Best Results 


A new man delivered $87,000 in his first four months—a quarter million a year. 
Why? Because he has modern policies—can write Men, Women and Children— 
medical or non-medical basis. Good Home Office cooperation. 


Good territory in Illinois, Michigan, Minnesota and Wisconsin. 


EQUITABLE RESERVE ASSOCIATION 
ae NEENAH, WISCONSIN 











N. T. Newberry, Jr., Charlotte, N. C., 
state manager W.O.W. of Omaha; George 
S. Ling, actuary W.O.W., and Richard A. 
Anderson, aetuary Protected Home Circle, 
Sharon, Pa. 


Hohaus Talks on 
Compulsory Plans 


(CONTINUED FROM PAGE 26) 
sions for health insurance in the next 
few years. 

He stressed that a “vacuum” has been 
created by growing complexity and 
costs of modern medical care, in which 
there is need for utmost economy and 
effectiveness in distribution consistent 
with maintenance. of quality of service 
and individual freedoms, and need for 
methods of financing under which cost 
will not operate as a barrier to needed 
service, 

Both governmental and_ voluntary 
service have a part to play in filling this 
vacuum, he said. The individual has a 
basic responsibility for his own fiealth 
and well-being and so must have full 
scope for exercising this responsibility, 
but must have protection against ill- 
conceived plans which would do more 
harm than good, and against charlatans. 
Government must make rules and pre- 
scribe safeguards. 


Violent Discussion Deplorable 


Discussions of the subject have be- 
come quite violent, he said, and this is 
deplorable because a number of ques- 
tions require calm, unbiased study if 
there is to be improvement in medical 
care and its financing. 

He said it is obvious the answers will 
be quite different if the individual is to 
pay nothing for the service than if he 
pays on a fee-for-service basis, and also 
depending on the method of compensat- 
ing the person rendering service. The 
traditional method is fee-for-service, but 
volume of service rendered may vary 
greatly dependent on whether the pa- 
tient pays or not. Another method is 
capitation as used in the British health 
insurance system whereby the doctor re- 
ceives a fixed periodic payment for 
each individual (or family) on his panel 
for service if and when needed. A third 
method is a fixed salary. 


Choice of Doctor 


Another whole series of questions 
arises over whether there should be 
free choice of doctor by patient and 
patient by doctor. Should a_ practi- 
tioner under a compulsory plan be per- 
mitted to render service under the gov- 
ernment plan and also have a private 
practice? Mr. Hohaus asked. That is, 
should medical care on the traditional 
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H. C. Hoel, assistant superintendent of 
agents Lutheran Brotherhood, Minneapolis, 
and Herbert. Vogel of Columbus, field su- 
perintendent of L.B. 


basis be permitted to operate alongside 
the government plan? 

“The way these issues are resolved 
will, to a considerable extent, deter. 
mine how much regimentation of pa- 
tients, physicians and institutions will 
result,” he stated, “how much red tape 
and administrative expense there will be, 
and what the plan will cost. Even more 
important, the solutions arrived at wij! 
have considerable influence on the qual- 
ity of the medical care which will be 
available. 


Program May Be Impossible 


“It may be seriously questioned 
whether the broad concept that a social 
minimum of protection against the haz- 
ards of life be governmentally provided, 
with additional or supplementary protec- 
tion provided through other (non- 
governmental) agencies—a concept now 
widely accepted as approximate in the 
case of old ‘age and survivors protec- 
tion—can be carried over satisfactorily 
to the field of sickness hazards and med- 
ical care. Medical care for the indi 
vidual needing it should be continuous 
and uninterrupted, with the facilities for 
providing it closely integrated. 

“Supplementary” provision, carrying 
on from the point at which compulsory 
minimum provisions leave off, would 
surely complicate matters and unnec- 





Ira B. McNeal, general attorney Pro- 
tected Home Circle, Sharon, Pa.; S. H. 
Hadley, president of P.H.C., and Oscar A. 
Kottler, deputy superintendent of Pennsyl- 
vania department of Philadelphia, former 
secretary of P.H.C. 





essarily harass the patient by subjecting 
him to a switch from one system to an- 
other, perhaps just at the very time he 
most needs continuity of treatment. 


Lists Difficulties 


“I must confess that I, for one, am 
not sufficiently ingenious to devise a 
uniform compulsory medical care insur- 
ance plan which will accomplish all of 
the following: Adequate medical care 
and facilities for all; free choice of doc- 
tor and patient; simple decentralized 
administration with maximum local au- 
tonomy; method of compensation to be 
determined by those rendering the serv- 
ice; cost to the insured independent of 
the services he may receive; quality of 
medical care maintained and improved; 
total cost reasonable in comparison with 
that now spent on medical care and 
other health services, F 

“Perhaps the reason for my apparent 
inability to make a constructive counter- 
proposal is that it is not possible to 
devise a plan which will match all those 
specifications. Perhaps the most promis- 
ing road to follow is the same one which 
has resulted in the new methods that 
have been adopted and the amazing 
progress that has taken place during the 
last 50 to 100 years in every field of 
medical care.” 





Norton J. Williams, president Equitable 
Reserve, Neenah, Wis.; o Schmitt, 
Cleveland, member of Royal League’s 
committee on laws, and Fred A. Johnson 
of Chicago, Royal League president. 
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TEN-A-MONTH 


By General Agent Louis Wallis, Trenton 


If you get your best business from prospects with 
whom you have prestige, then why not concentrate 
on prestige prospects? Why not select a given 
number of prestige prospects for canvassing each 
month? Why not eat the green grass in your own 
field first, before going further? , 

Why do we call this plan“Ten-a-Month”? Because 
once a month you select from your list of prospects 
the names of your ten best bets for that month — 
persons with whom you have sufficient prestige to 
indicate a likely sale within 30 days. These 10 names 
represent the cream of the crop. 

At the end of the month, after you have tried to 
sell these 10 prospects, they naturally 
will divide themselves into three 
groups: 

1. Sold. 

2. Bad guess. 

3. Try again! 

This last group of cards goes back into 
your file, to be sold later on. Over a 
period of time, these deferred names 
will become the most valuable group 
of prospects in your files. These de- 





ferred prospects don’t count as new Ten-a-Month 
prospects when they turn up six months hence. You 
should add 10 new names to your list of prospects 
under cultivation—in addition to all deferred names 
for that month! 

“But,” you say, “I can’t develop 10 persons among 
my prospects who are likely to be sold each month, 
forever.” Probably not. But, if you can’t come close 
to getting 10 a month for at least a year, look out! 
There’s trouble ahead! For then it will be signaling 
you that one of several things is true: 

1. You are not meeting enough people, 

2. You are not meeting the right people, 

3. There is something wrong in your 

approach, or 

4. Your selling technique is off bal- 

ance. 
Does the plan work? It has never 
failed! Men have failed; the plan, never. 
Men are making more money because 
of Ten-a-Month. They are molding 
more lives, helping more people, and 
working more “Miracles of Protec- 
tion”. These men are important people! 


Sales Ideas From “Provident Notes” 
published by 


PROVIDENT WUTUAL LIFE INSURANCE 


COMPANY of PHILADELPHIA, PA. 











THE NORTHWESTERN MUTUAL 


Life Insurance Company 


...announces with pride that one 


hundred seven of its agents are 





members of the Million Dollar 


Round Table of the National 


Association of Life Underwriters 


for the year 1947-48. 








